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1956 O.A.R.E.B. President Dick Whitney, Kitchener, is congratulated by Past-President Bert Katz. (See page 10.) 
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an announcement 
of special interest 
to eastern Canadian 
real estate brokers 


BOULTBEE, SWEET & CO. LTD. 
VANCOUVER, B.C. 


Announces the opening of a department created to work with and answer enquiries 









from brokers in Eastern Canada. 


As more and more clients are becoming increasingly interested in the fast moving 
Western Canadian development we believe you will require a dependable ‘‘on the 
spot” correspondent capable of answering enquiries with up-to-the-minute accurate 
information. We are also interested in setting up a reciprocal information arrange- 
ment with any reputable Eastern real estate company. 


As a large experienced Western Real Estate House dealing also in mortgages, in- 
vestments, insurance and sub-divisions, it is our policy to give what we believe to be 
accurate and current information. 


Your enquiries will be given prompt and courteous attention if addressed as follows: 


Sess 





Eastern Department, 


Boultbee, Sweet & Co. Lid., 


\CE SS 

“\ BOULTBEE 
555 Howe St., 
VANCOUVER, B.C. 


V/ 
&CO 
LTD. 
PHONE: PAcific 7221 
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Part |: OTTAWA TODAY 





Progress of the National Capital Plan 


Plan shows notable progress in all phases of planning 

and construction. Most apparent, of course, is the 
physical development which has so greatly altered the 
appearance of nearly every section of the Capital. While 
the urban area has shared in the general residential, com- 
mercial and, to a limited extent, industrial expansion of 
the post-war years, the federal building program, because 
of its scale and nature, has caused the most noticeable 
changes in the local scene. 


‘ REVIEW of the first decade of the National Capital 


Less apparent, but equally important, has been the pro- 
gress in detailed planning of long-range projects in the 
Master Plan. The preliminary stages of some of these 
long-range projects, such as the railway relocations, have 
been completed. Practically all the land required for the 
successful implementation of the park and parkway pro- 
posals, the railway and industrial re-locations and for 
future government building sites has been acquired. Work- 
ing relationships between the Federal District Commission, 
the responsible federal planning agency, the provinces of 
Ontario and Quebec, and Ottawa, Hull and the 28 other 
municipalities within the 900-square mile National Capital 
District are well established. A comprehensive informa- 
tion program begun in the early years has resulted in the 


—Reprinted from The Journal of the Royal Architectural Institute of Canada. 


understanding and sympathetic support of residents of 
the area and of the people of Canada as a whole. 


While the fate of earlier plans for the development of 
the Capital might have given rise to quite justifiable 
doubts about the new Master Plan when it was first pre- 
sented, the achievements of the first 10 years are best 
evidence of the firm foundation upon which the compre- 
hensive, long-range undertaking now rests. 


The official report of the plans prepared by Jacques 
Gréber, the eminent French city planner who is consultant- 
in-chief, and his Canadian associates, would fill a volume 
itself. 


However, a brief recapitulation of some of the import- 
ant proposals and planning considerations may be of use. 


To Guide Development 


In brief, the Master Plan is designed to guide the de- 
velopment of the Capital’s urban area over the next half 
century. It is not an inflexible block-by-block detailed city 
plan, but rather a chart, or skeleton outline to guide de- 
velopment along desired lines. Within its framework it is 
capable of adjustment to meet new requirements and 
changing conditions. Railway, highway and arterial road- 
way proposals are treated in detail, as are proposals for 


governmental development of parks, parkways, sites for 
departmental buildings and national institutions, etc. The 
report predicts and provides for an ultimate population of 
about half a million within a five-mile radius of Parliament 
Hill, and recommends that development, on a regional 
basis, follow the nuclear system of neighbourhoods and 
communities. It encourages this last by the planned de- 
centralization of government departmental buildings 
throughout the urban area. It would limit the population 
to the above figure (contained within an urban area of 
about 44,000 acres); and to achieve this, recommends sur- 
rounding the urban area with a controlled rural fringe, or 
green belt. The belt, three to five miles wide, is designed 
to mark the limit of extension of municipal services, and 
therefore, dense housing development within it should 
be prohibited. Excess population would reside in towns and 
villages beyond the green belt, but within easy commut- 
ing distance on the highway network. Surrounding the 
urban area, and designed to protect the attractive natural 
setting and other amenities is the 900-square-mile National 
Capital District, defined by Parliament in 1944. 


One Physical Whole 


The Ottawa-Hull area is treated as one physical, social 
and economic whole. Comprehensive zoning—a munici- 
pal responsibility—is strongly recommended to control in- 
dustrial, commercial and residential development in the 
best interests of each, to preserve the amenities of the 
area, and to protect the large and growing national in- 
vestment in public buildings, national institutions and 
parks and parkways. 


As there is no single authority in control of planning 
and development, rural or urban, with the District, the 
importance of full federal-provincial-municipal co-opera- 
tion in the implementation of the Master Plan will be ap- 
preciated. 


Apart from private construction, developments under 
the Master Plan fall into four categories: 

(1) Federal District Commission responsibilities, such 
as the relocation of the railways, development of 
the park and parkway system and some bridges. 

(2) Federal building projects, for which the Depart- 
ment of Public Works, crown companies or cer- 
tain departments of government are responsible 
for construction. 


(3) Federal-provincial-municipal projects, mainly 
roads and bridges and municipal services, in which 
the Federal District Commission is the federal 
planning and financial agent. 

(4) Purely municipal works in planning and develop- 


ment, in which the Commission and its planning 
staff are available for technical assistance. 


FDC Projects 


The most important long-range project, and the key 
to the whole Master Plan, is the removal of the existing 
railways from the central parts of the urban area to the 
southern and eastern boundaries of Ottawa and the north- 
ern and western sections of Hull. The rights-of-way thus 
made available are to be used for parkways and arterial 
roadways and the adjacent property in the central area, 
now used for industrial or railway facilities, will become 
available for more desirable (and higher tax-yielding) de- 
velopment. Although it is expected to take another 25 
years to complete, the project is now about two years 
ahead of schedule. 


Land For Rail Use 


The first step was the acquisition of about 3,000 acres 
of land along the Walkley Road at Ottawa’s southern 
boundary for future rail use and for new industrial areas. 
Next was construction of a railway cut-off line. This 
was brought into use two years ago, and enabled CNR 
Montreal-Winnipeg manifest freights to bypass the urban 
area instead of going through it on the CNR crosstown 
tracks. Construction of what are eventually to be joint 
railway terminal freight yards and yard facilities on the 
new cut-off was then begun. Upon their completion this 
summer the CNR was able to transfer its freight-marshall- 
ing and maintenance operations from the crosstown tracks 
to the new Walkley yards. 


For some time negotiations have been under way with 
the CNR and CPR for the establishment of a terminal 
company to operate all rail facilities within the National 
Capital District. The new Walkley yards, at present used 
only by the CNR, are designed with this end in view. Term- 
inal rail facilities would remove the need for duplicate 
rail lines and yards within the area, and greatly expedite 
the railway relocation project. Abandonment of the CPR 
main line along the Capital’s Ottawa River waterfront, 
the Sussex street spur along the east bank of the Rideau, 
and the connection to Hull via the Interprovincial Bridge 
could follow within the next 10 years. 


In the meantime, the present Union Station facilities, 
which have far outgrown present needs, are to be rede- 
signed so as to serve until the time, now well in the future, 
when a new’ Union Station will be constructed as part of 
the Walkley Road rail development. 


The first of the railway relocations—the CNR move 
from the crosstown tracks, has made possible the first 
conversion of rail right-of-way to highway. The ‘“‘Queens- 
way”, a limited-access roadway, will run 19 miles across 
the Capital and its fringes from east to west, using the 
abandoned CNR crosstown tracks right-of-way for most 
of its length. It will link with Highway 17 east and west 
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REALTORS AGREE 
DAILY STAR ADVERTISING 
GETS MORE RESULTS 


Success in advertising, as in any business en- 


deavour, is measured in results. That is the 
reason Realtors place more "Properties For 
Sale" advertisements in the Toronto Daily Star 
than in both of the other Toronto newspapers 
combined, over 25,000 more during 1955. This 
confidence in Daily Star Advertising obtained 
for Realtors results faster and more consis- 
tently than are obtainable elsewhere. 
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of Ottawa, and actually will be a diversion of that high- 
way, bypassing the congested governmental and commer- 
cial heart of the Capital. The new roadway is a joint pro- 
ject, shared in by the Federal District Commission, which 
is contributing most of the right-of-way; the Ontario De- 
partment of Highways; the City of Ottawa; and, because 
the new road has been declared a part of the Trans-Canada 
Highway, the Federal Department of Public Works. The 
project is in the design stage now, and is expected to be 
completed in about four years. 


Parks and Parkways 


While a start has been made on additions to the 22 
miles of scenic riveways constructed throughout the Capi- 
tal over the past half century, the extensive program pro- 
posed will not be realized for many years. Practically all 
the necessary properties have been obtained, however, 
as the result of a vigourous land-acquisition program be- 
gun in the early years before extensive suburban develop- 
ment greatly increased land values. Today it would be 
almost financially impossible to acquire thee properties 
for park and parkway purposes. 


The approximately 40 miles of new parkways will re- 
store much of the beauty of the Ottawa and Rideau River 
waterfronts and add about 4,000 acres of open space to the 
Capital’s urban area. The projects include a six-mile 
Ottawa River Parkway from Nepean Bay to Britannia; a 
ten-mile Rideau River Parkway between Rideau Falls and 
Mooney’s Bay; and an Eastern-Western Parkway running 
in a 20-mile arc around the urban area from Rockcliffe 
Airport to Britannia. The western section will include a 
link with the existing driveway system in the Experimental 
Farm. 


A start has been made on two new parkways in Hull. 
The first two miles of what will eventually be a 45-mile 
scenic drive in the form of a loop through Gatineau Park 
have been constructed between the Aylmer Road at Val 
Tetreau and Blvd Gamelin (the Mountain Road); and a 
short distance eastwards the first two miles of a local 
parkway for Hull, the Lac des Fées Parkway, have been 
opened to traffic. This last is an FDC-City of Hull joint 
project, with the city providing most of the land. Eventu- 
ally it will be extended around the east and north sections 
of Hull to the Gatineau Highway. A future parkway will 
be constructed from Deschénes easterly along the water- 
front to the Champlain Bridges, with a branch to Fairy 
Lake Parkway near Blvd Gamelin. 


On the Hull waterfront, practically all the land between 
the Interprovincial Bridge and the mouth of the Gatineau 
River has been acquired. Jacques Cartier Park, which 
forms part of the area, has been in existence for some 
years, and considerable landscape work has been done on 
the recently-acquired sections. 


Addition to Park Land 


The newest and largest park project in the Capital itself, 
the Hog’‘s Back development, adds about 170 acres to the 
900 acres of the present federal urban parks system. Situ- 
ated in the beautiful area of the Hog’s Back Falls and 
canal locks on the Rideau four miles south of Parliament 
Hill, the new park and its facilities are designed to meet 
growing tourist requirements and the needs for the in- 
creasing urban population. The facilities include a re- 
freshment stand of novel design which has attracted wide 
attention. It is a Commission concession, and, financially, 
promises to be a most successful one. 

Continued page 26 


Photo taken at the Montreal Real Estate 
Board's annual dinner. Centre is Wil- 
liam Zeckendorf, president of Webb & 
Knapp, Inc.; on his right is J. Rodolphe 
Lemire, the board president, and on his 
left J. A. Lowden, out-going president. 





On January 12, William Zeckendort was guest speaker at the annual 
banquet of the Montreal Real Estate Board. Mr. Zeckendorf is president 
of Webb & Knapp, Inc., New York City, the company which recently 
opened a Canadian division. His remarks are felt to be of 

interest to real estate people everywhere, and are reproduced here. 


Urban Land Values and Geopolitics 


I am going to talk for a few 
moments in the broadest possible phil- 
osophical sense about our chosen busi- 
ness, the outlook for real estate as I 
see it in the world, since we are deal- 
ing in a most unusual commodity, the 
one absolutely finite, limited quantity 
that there is. Man seems to be able 
to produce all the food, all the chemi- 
cals, and to use synthesis to be able to 
make the most of nature’s blessings. 
But this commodity called real estate 
is a strange thing; and it is different 
from almost every other product. I 
draw your attention to the fact that 
all the real estate we have ever had is 
here, and all the real estate we are 
ever going to have is here. Yet cus- 
tomers for this commodity seem to 
have a proclivity to procreate them- 
selves to an extent out of relationship 
to the ever relatively-shrinking avail- 
able supply. I am mindful of the fact 
that when Clive went to India, in the 
very last years of the 18th century 
and the beginning of the 19th—that is, 
a little over 150 years ago—there were 
70 million people in India. Today, with- 
out the benefits of immigration, and 
having migrated many of its people, 
India has 450 million inhabitants. The 
geometric rate of growth is so fantas- 
tic in recent years that it causes one 
to shudder at the prospect of what will 
happen in other countries where the 
land supply is short. 
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I was at an annual meeting of the 
New York Cancer Society and heard 
a British scientist draw an analogy 
between cancer’s ravages and the fan- 
tastic, out of all proportion, out of all 
conception, growth of the human race. 
It was a rather lurid thing, but it gave 
me cause for thought. We in this 
hemisphere, who are blessed with an 
enormous supply of land and need pop- 
ulation for our area, are not aware of 
what has come about. Those of us who 
have been in the Orient and who know 
what crowded conditions are, under- 
stand the basic fundamentals of that 
remarkable inconsistency between 
supply and demand. It is not a ques- 
tion of suddenly getting optimistic and 
buying a lot of property. We are talk- 
ing here about a challenge that we, as 
real estate men, might be able in a 
sense to contribute something to the 
thinking of our statesmen in terms of 
geopolitics. I have studied the subject 
of urban land values. Most of you here 
probably are urban real estate dealers, 
having dealt with the situation in 
Montreal and other communities near- 
by. 


1929 Rental Values Today 


I am going to tell you the situa- 
tion as I see it in New York, and I 
daresay, if your memories are good, 
you will recall that what I am going 


to say may well apply to your own 
city and, I am inclined to think, to 
every metropolis al over the world. I 
recall that in 1929 rental values— 
using for the purposes of this discus- 
sion the subject of office buildings— 
were about what they are now. In New 
York they were running about $5.00 
per square foot. Whatever the mar- 
ket is in Canada, or in Montreal, for 
a modern building, I would say that 
probably the values are about the 
same, whether it is $5.00 or $4.00 or 
$4.50; but whatever it is today it pro- 
bably was in 1929? Now the end selling 
price of your average investment pro- 
perty is about the same, in relation- 
ship to the capitalization of the earn- 
ing power of the property. For ex- 
ample, your highest rent office build- 
ing will probably sell here on a 614 to 
742% basis. Your second class office 
buildings will probably sell in 8% to 
9, and so on as they go up to 10, 11, 12, 
depending on the quality and the 
hazards involved. Now is it not inter- 
esting to find the gross rental per 
square foot the same as it was in 1929; 
the selling price of the capitalized arti- 
cle is the same as it was in 1929. And 
yet we all know that construction 
costs are up 100%, operating charges 
are up 100%, and taxes are up more 
than 100%. But the selling price in 
relation to the earning power is the 
same. We know that the squeeze has 








As costs rise, ratio of value of land 
to completed product must shrink 


been taken some place, and what is it? 
It is the high-grade urban land that 
has not risen. I think you will find that 
in your best areas your current selling 
prices of high-grade urban land—TI say 
“high-grade urban land”, the kind of 
land on which you would put an office 
building, in the central area—are pro- 
bably less, dollar for dollar, than they 
were in 1929, which is another way of 
saying that it is half the value in terms 
of buying power than that for which 
the man who owns the property 
bought it in 1929 and sells it in 1956. 


Categorical Statement 


I doubt if the analogy I draw from 
New York would be any different for 
Montreal; and I am sure that, while 
this condition has not been fully felt 
in all the cities of the world, yet as the 
labour costs rise, as costs of construc- 
tion rise, the end result must be that 
the ratio of the value of the land to the 
completed product must shrink. So 
I am making a categorical statement 
that will surprise many of you, but it 
will not surprise you, I think, after 
you consider it. I think in the urban 
areas the only opportunity for really 
great increment is in land that sells 
for $5.00 per square foot that can be 
converted in use to earn, it may be, 
$100.00 per square foot—a possible 
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increment of 20 for 1. Of course, I 
should say one thing by way of cau- 
tion. The mere purchase of cheap land 
is not an assurance of a profit. You 
can only make a profit from cheap 
land if you have a comprehensive con- 
cept for its major redevelopment on an 
entirely new scale. I will give you an 
example of that a little later. But it 
must be done on a large scale or it 
won’t work. You do not dare to put 
a high-grade investment on cheap 
land as an oasis in a morass. The mo- 
rass must be made as good as the best, 
or you fail. And there is the type of 
property that has to do with large 
masses of area in acreage or possibly 
where you can spell it out by the 
square mile. 


Conversion of Rural Land 


Going back to the earlier thesis, the 
shrinking of available land today, and 
the ever-increasing demand for it 
through the increase of population 
and the higher standards of living, 
which are irresistible all over the 
world, require the conversion of your 
rural areas to other uses. Now rural 
areas have only two basic values; 
their productive value as farm land, 
forest land, or other type of surface 
utility, or waste land. Speaking of 
waste land—and I have reference now 
to desert land, land without access to 
water—lI believe that probably the 
greatest increment from this particu- 
lar level is in that last category. Be- 
lieving as I do that the atomic age is 
going to realize from arid areas poten- 
tials that were never before conceived, 
I speak now out of ignorance; never- 
theless I am convinced of it. Only an 
ignorant person can be convinced of 
anything, I guess. I believe that the 
conversion of sea water on a mechai- 
cal basis, through distillation of some 
other process, into heat by the appli- 
cation of atomic power, will soon lead 
to the watering of deserts and other 
arid areas and the obsolescence of the 
artificial waterways which were con- 
ceived to bring water where water 
did not exist; that this method will be- 
come as obsolete as other things which 
in the life time of many of us here 
have come and gone. 


We have seen this loss of value, al- 
though we did not live at the time of 
the conception of the network of 
canals in upper New York State; we 
know they have gone out of business. 
We have seen the coming and going 
of the street railway. We have seen 
the going of the steam locomotive. I 


say that in my opinion the fight be- 
tween our states at home in the dry 
areas for water rights will become in 
25 years’ time, and maybe sooner, as 
much of curio as the cigar store In- 
dian. The moment it is possible to take 
the arid areas and the desert and 
make them into gardens, the scope of 
geopolitics is changed. Man has been 
moving from the time of his nomadic 
existence from green pasture to green- 
er pasture. Now we are about to reach 
a period in our history when green 
pastures will be made in the waste 
lands—one of the great hopes of man- 
kind; and of course, as water is dis- 
tilled for potable purposes, the chemi- 
cals of the sea will become a new 
source of enrichment. All I am saying 
is that there are potentials in those 
areas, hitherto regarded as almost 
worthless, which we possess in almost 
greater measure than perhaps any 
other country in the world in which 
you can rely on the continuity of pri- 
vate ownership. 


Two Examples 


I wish to draw to your attention 
two specific cases of the uses of land 
in the light of concepts of new devel- 
opments. My first case in point is that 
of Roosevelt Field and airport in cen- 
tral Long Island, known to many 
people as the place from which Lind- 
bergh flew to Paris on the first trans- 
Atlantic flight. It became obsolete as 
an airport because of the encroach- 
ment of residents. It consisted of 350 
acres, and it was selling on the Ameri- 
can stock exchange at $7.00 per share, 
of which $5.00 was in the income and 
$2.00 represented the real estate. We 
bought control of the company at ap- 
proximately that figure. We distribu- 
ted the cash and reduced the price 
from $7.00 to $2.00, and that $2.00 
figured out at approximately $5,000.00 
an acre for the land. We went about 
our business of converting that from 
acreage to functional value for retail 
purpose—a shopping centre, an indus- 
trial area for high-grade manufactur- 
ing concerns of the light industry type, 
and the earning power rose, by con- 
version of the acreage, from $5.000.00 
which was the prevailing price, to 
$80,000.00 an acre, once it was proved 
what the land could earn through ur- 
banized use. That meant that we no 
longer regard ourselves as owning 
land at acreage values or acreage quo- 
tations; we talk by the square foot at 
$2.00. Now that switch is interestingly 
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Co-op Statistics 
to be reported 


P. A. Seagrove, chairman of the C.A.R.E.B. Co-operative 
Listing Committee, is pleased to announce that member 
Boards’ co-op statistics will be reported monthly com- 
mencing in the next issue of The Realtor. The Realtor will 
carry the co-op figures filed each month by Boards from 
coast to coast on the number of properties listed, sold, 
and the total sales volume monthly and on an accumulative 
basis. 


Mr. Seagrove stated that the Co-operative Committee 
would compile a monthly co-op chart in addition to listing 
individual Board statistics. ‘““‘The co-op chart will not in- 
indicate too much for the first year,” stated Mr. Seagrove, 
“but will provide an excellent basis for quick comparision 
each month in 1957.” 


The monthly co-op reports will provide the members 
with a good yardstick to measure their Board’s co-op 
progress as compared to Boards of a similar size in other 
parts of the country. 


Phil Seagrove, better known 
as "Mr. Co-op", introduces 
the first monthly statistical 
summary of co-op operations 
across the country. 





conjunction with the Co-operative Listing Committee, con- 
ducted a survey of all member boards with regard to co-op 
listing systems. 


The survey brought to light some very interesting figures 
on the growth of co-operative selling in Canada. 


Of the 50 member Boards of C.A.R.E.B., 31 now operate 
a co-operative or multiple listing service, with nine Boards 
organizing their co-op in 1955. 


From a quick glance at the figures below, it is noted 
that about one-third of Canada’s population is now being 
serviced by co-operative listing systems. Another inter- 
esting point is that there is only one sales person member 
of organized real estate for every 1,113 population. 


Very briefly, the Ottawa Real Estate Board boasted the 
highest percentage of co-op sales (49.6%) in 1955, closely 
followed by Winnipeg (45.2%) and London (45%). Van- 
couver certainly won the honors in overall sales volume 


with almost a 150% increase. Winnipeg almost doubled 
in sales volume and was closely followed by Montreal with 
a similar ratio. Toronto, with a record $56% million, had an 
$11 millon increase over 1954 and anticipates close to $70 
million for 1956. 


1955 Co-Op Statistics 


Late in 1955 the C.A.R.E.B. Housing and Statistical 
Committee, under Chairman F. N. McFarlane of Ottawa, in 


1954 1955 1955 
Gross co-op Gross co-op 1955 Board 


sales sales Pop. in M. membership 


No Co-op 1,668,074 ' 113 
10,107,019 24,793,750 525 
4,437,131 5,374,776 210 
7,082,636 10,808,822 
No Co-op 500,000 
4,600,000 8,408,000 

No Co-op 338,050 
1,738,550 1,860,758 

165,900 180,950 

Fort William spedcsies No-Co-op 279,200 

Galt-Preston-Hespeler . ses 235,700 361,350 

Hamilton : 20,273,687 25,054,305 
Kitchener-Waterloo 1,664,889 1,980,419 

London . 3,076,500 4,965,850 
Niagara Falls 811,623 651,670 
North Bay 78,900 139,000 
North Peel No Co-op 156,850 
No Co-op 1,440,415 

550,000 673,400 

(10 months) 


BOARD 


Victoria . 
Vancouver 
Edmonton 
Calgary 
Saskatoon 
Winnipeg 
Barrie 
Brantford 


Cornwall 


Oakville-Trafalgar . : 
Orillia . eee 


Oshawa 
Ottawa : 
Peterborough 
Sarnia Lambton 
Sault Ste. Marie 
South Peel 


350,000 
10,119,575 
952,495 
534,285 
258,550 
750,000 
(10 months) 
446,700 
444,550 
56,500,000 
140,000 10 
1,072,875 30 
9,002,208 30 


170,206,977 30.16 


average 


7,598,185 
926,850 
485,800 

74,150 
No Co-op 


Sudbury 

St. Catharines 
Toronto 
Welland 
Windsor 
Montreal 


Totals 


545,400 
558,300 
45,300,000 
No-Co-op 
1,048,830 
5,432,652 


116,792,702 
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O.A.R.E.B. Annual Conference 


Reviews Progress, Expansion 


A constructive programme, good 


registration, well-attended sessions 
and conviviality were the highlights 
of the Ontario Association of Real 
Estate Boards’ 34th Annual Confer- 
ence, held February 12 to 14 in Wind- 
sor, at the Prince Edward Hotel. 
About 330 members and wives were 
in attendance, and without doubt all 
would attest to the progress achieved. 
Members of the Windsor Board added 
to their reputation for being excellent 
hosts, and Conference Chairman F. C. 
Corp and his committee are due a 
large vote of thanks for the way in 
which all activities were organized. 
In his address on Monday morning, 
1955 President Bert Katz outlined not 
only the progress recorded by the 
O.A.R.E.B. during the year, but anal- 
yzed the economic activity of Canada 
in general and Ontario in particular. 
His speech is reproduced below, and 
is outstanding for its cogency and un- 
derstanding of the factors of our 





President's Luncheon head table, back row, left to right: Wilf Webb, Ca 


economic life which bear on the pros- 
perity of the real estate profession. 


The seminar form was adopted for 
group discussions of various aspects 
of real estate operation. There were 
eight seminars altogether, each having 
three separate sessions. G. H. Ridout 
chaired the advertising group, R. A. 
Davis the appraisal, J. O. Hodgkins 
was in charge of commercial and in- 
dustrial, farm brokerage was chaired 
by W. J. Nix, P. A. Seagrove was chair- 
man of the co-operative selling group, 
Carl Roadhouse headed the listings 
meetings, J. Laffey the residential, and 
V. Gianelli mortgage and finance. 

The effectiveness of the seminar 
form was proven to the satisfaction of 
all attending the meetings. By this 
means, members are able to partici- 
pate in discussions pertinent to their 
own problems and experience, receive 
help directly from others in the same 
boat, and give their own solutions to 
problems now being coped with by 


~~ ) L 
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dhouse, Alex Hoffman, P. H. McKeown, 


Association of 
Real Estate Boards 


NEW EXECUTIVE 
COMMITTEE 


C. RICHARD WHITNEY, 


Kitchener. 


Vice-President—F. N. McFARLANE, 
Ottawa. 


President— 


Regional Directors: 
Region #1 


WILF. WEBB, London. 
#2 PHILIP A. SEAGROVE, 


Hamilton. 
#3 W. J. NIX, Toronto. 


#4 BERNIE KELLY, 
North Bay. 

#5 P.H. McKEOWN, 
Ottawa. 


To be appointed by mem- 
ber boards. 


Directors— 


others. A true spirit of co-operation 
and mutual interest was evinced 
throughout these sessions, and doubt- 
less contributed much to the consoli- 
dation of the O.A.R.E.B. fraternity. 


Ball-of-fire Harrison L. Todd of 
Camden, New Jersey, was one of the 
speakers at the opening session Mon- 
day morning. His talk—“T.N.T.- 


Today, Not Tomorrow’’—had a tre- 
mendous impact on listeners, and 
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W. H. Dobson, F. N. McFarlane, L. J. Smythe, P. V. Harvey, Harrison L. Todd, Bert Katz, C. R. Whitney, W. J. Nix, 
R. F. Flatt, F. C. Corp, Andy Hawreliak, Sam Campbell, Harold Clarke, Jack Collins. Front row, left to right: Ken 
Raven, Jack Burkhart, Barney Clarkson, O. F. Persian, Austin Elliott, W. H. Burton, Harold Knight, M. Revell, Larry 
Brundage, Raymond Brisson, Charles Rogers, Stan Kell, Ed Taylor, Ralph Vickery. 
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must certainly have lifted out of the 
doldrams any who have alowed them- 
selves to get into a rut in their ap- 
proach to real estate selling. 


Psychology of Selling 

He dealt with the psychological ef- 
fects methods of seling have on all 
concerned—on the vendor, the pros- 
pect and on the salesman or broker 
himself. Advertising, what it is sup- 
posed to achieve and how that can be 
achieved, was analyzed in detail by 
Mr. Todd, illustrated by many anec- 
dotes and actual examples of good and 
bad practice. He forcefully stressed 
that advertising must have punch to 
be effective. It must follow through to 
a conclusion, and not leave readers up 
in the air. Just as a salesman tries to 
close when visiting a prospect, he must 
also close when he’s presenting an ad- 
vertising pitch. 

Effective use of advertising gifts is 
vital to success in Mr. Todd’s opinion. 
He pointed out that before any broker 
okay’s an advertising medium he 
should examine its usefulness or gim- 
mick appeal for whether it will 
achieve its purpose—to bring his mes- 
sage before the prospect’s attention 
repeatedly and with constant impact; 
whether it will be desired by the re- 
cipient for itself, apart from the mes- 
sage it contains. He advised against 
use of hackneyed gift ideas—‘‘Don’t 
give away a calendar unless yours is 
the best calendar around. If it’s second 
best or worse no one will want it or 
use it.” 


Create Desire 

He went on to analyze selling 
methods and the aims behind them. 
The salesman’s real aim is to create 
desire. Too many salesman, Mr. Todd 
said, try to create desire in a prospect 
for what they themselves desire. For 
instance, if in showing a house the 
salesman points out that it has a love- 
ly fireplace, he may be ruining his 
sales appeal from the start. It may be 
that the prospect hates fireplaces. It 
is much better to find out what he 
likes in a house. Let him make the 
first comment, and once you’ve found 
out what he likes you will know what 
to stress. Don’t put words in the pros- 
pect’s mouth—let him put them in 
yours, and then give them back to 
him. 

It is necessary to put yourself in the 
prospect’s shoes—talk about him, not 
about yourself; think about his needs 
and desires, not yours. In the short 
and long run this will accrue to your 
interest, because people like to be 
noticed and taken seriously. 


Mr. Todd illustrated one psycholo- 
gical gimmick which he considers vital 
to any salesman—always give a choice 
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1956 executive, O.A.R.E.B. Standing, left to right: Regional directors Wilf 
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Webb, London; P. H. McKeown, Ottawa; W. J. Nix, Toronto; P. A. Seagrove, 
Hamilton; missing is Bernie Kelly, North Bay. Front, left to right: F. N. Me- 
Farlane, Ottawa, vice-president; Bert Katz, Ottawa, immediate past president; 


C. R. Whitney, Kitchener, president. 


of two things. If you do, one alterna- 
tive will be chosen. If you don’t, 
chances are more than even that you’ll 
be turned down. When asking for an 
appointment, suggest two alternative 
times—don’t ask when it would be 
convenient for you to call. 


Never Give Up! 

In closing, Mr. Todd made a point 
which should be the maxim of every 
real estate salesman: ‘Never give up 
—a prospect is always a prospect, un- 
til he buys or until he dies.” 

At dinner on Monday night, head 
table guests were regional directors, 
board presidents and their wives. 
President Katz introduced them and 
reported on the progress of the various 
divisions throughout the past year. 
He emphasized the point made by 
Secretary-Treasurer Bill Follows in 
his annual report—that 1955 was a 
year of consolidation rather than great 
membership expansion. President 
Katz explained that rather than being 
cause for concern or evidence of stag- 
nation, this indicated just the oppo- 
site: membership grew so rapidly in 
the preceding three or four years that 
some period of consolidation was es- 
sential for the strengthening of the 
Association. A plateau in membership 
gains had to be reached and coped with 
before further expansion could be 
truly effective. 


Regional Reports 

He reported on the activities of the 
individual regions, noting progress in 
various fields, unusual achievements 
of various boards and outstanding 
contributions of various members. Mr. 
Katz emphasized the relative value of 


decentralization and centralization. 
He illustrated with examples occa- 
sions when rapidly growing regions 
have divided into separate boards, to 
the betterment of individual progress. 
He also described situations where it 
might be to the benefit of several 
proximate boards to amalgamate into 
a larger one. 


An inferiority complex is something 
that smaller boards should never have, 
he stated. It is natural that smaller 
boards will from time to time be in 
awe of the achievements of larger or- 
ganizations, but this should never give 
rise to a defeatist attitude. You don’t 
have to be big to be effective, he said. 
As an example, he pointed out that 
the Orillia board, small by compari- 
son with some of the metropolitan 
boards, has won the Jutten trophy 
several times. 


Achievement Award 

One of the last events at the dinner 
meeting was the presentation of the 
first annual Achievement Award to 
the member board which had in 1955 
shown the greatest real progress and 
expansion. St. Catharines was the 
winner, and President Andy Hawrel- 
iak acepted the plaque and gavel for 
his board. This award is given on the 
basis of a point-system questionnaire 
developed by the regional directors. 
Results of the questionnaire are ex- 
amined and the decision reached from 
them. 


After Monday’s dinner a floor-show 
was presented on the dining room 
stage, and when the audience could be 
persuaded to let the performers go, 
dancing commenced. 








Tuesday morning the seminars con- 
tinued, and were followed by a busi- 
ness session at which resolutions were 
adopted by the meeting. They are re- 
produced below. 


Tuesday luncheon speaker was R. B. 
Whitehead, Q.C., superintendent of in- 
surance in administation of the Real 
Estate and Insurance Brokers Act. He 
discussed the ethics of the real estate 
profession, the fine line dividing sharp 
practice from illegal practice. His 
speech appears elsewhere on these 
pages. 





The convention ended with ‘he 
Tuesday evening banquet, at which 
the main speaker was the well-known 
humorist, Orlo M. Brees. Following 
was the presentation of the C. K. 
Jutten trophy to the Orillia Board, 
the group with the highest record of 
attendance at Board meetings for the 
past year. 


New officers were installed as the 
climax of the three-day meeting, with 
Dick Whitney of Kitchener as presi- 
dent for 1956. 


The C. K. Jutten 
trophy, awarded 
annually to the 
board with the 
highest percentage 
of members in at- 
tendance at the 
annual conference, 
was won again by 
Orillia. Grant 
Phinney _ presents 
the trophy to 
George Marshall, 
Orillia president, 
while Dick Whit- 
ney looks on. 


1955 President Katz Outlines 


Progress of Province and 
Profession 


To the several expressions of wel- 
come which have been extended to you 
this morning, may I, on behalf of the 
directors of the Ontario Association, 
add my own. It is indeed gratifying 
to see the large number in attendance 
here this morning. I hope that in our 
deliberations at this conference you 
will find instruction, pleasure, profit 
and good fellowship. 


Since, as you know, most of our pro- 
gram will be in the form of round- 
table discussions, I hope all of you 
individually will enter actively into as 
many of these discussions as you can, 
for the success of this type of seminar 
discussion is based on the widest pos- 
sible participation and the expression 
of every shade of opinion. It some of 
you are of the shy and bashful type, 
please reserve the right to be shy and 
bashful when you return to your re- 
spective homes; but while at this con- 
ference please do not hesitate to speak 
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up. For these few days let us put a 
ban on reticence, for it is only by free 
and untrammeled expression that we 
can attain our objective of being as 
mutually helpful as possible. 


"Real Estate in 1955" 


It is not my purpose at this time to 
report to you on the activities of your 
Association during the past year. This, 
by tradition, is a topic reserved for 
the president’s luncheon which will 
take place at noon today. Rather, I 
would like to discuss the general sub- 
ject of ‘Real Estate in 1955” as it re- 
lates to Canada, and more particularly 
to our own province of Ontario against 
the broader background of the gen- 
eral economic picture; after which I 
would like to walk out on a limb and 
make some predictions for 1956. This 
fool-hardiness may be related perhaps 
to the fact that my term of office ex- 
pires tomorrow night. 


We must remember that the utility 
of real estate, and as a consequence 
the real estate business itself, cannot 
exist in a vacuum. It is a business 
which is perhaps affected by a complex 
of more diverse influences and is sen- 
sitive to more stimuli than any other. 
In the past number of years, as land 
uses are changing, as shopping centres 
are augmenting existing commercial 
areas, as the demand for single homes 
far outstrips the demand for multiple 
houses and creates the possibility of 
cities far greater in extent in their 
periphery than anything known be- 
fore, as the automobile patterns new 
habits for millions, the causes and ef- 
fects become more complicated, more 
difficult to analyse, and problems sol- 
ved merely lead to a faint perception 
of problems being created. It is not 
my purpose at this time to discuss 
some of the problems of real estate it- 
self but to attain a perspective against 
the larger canvas of the general econ- 
omy during the past 12 months. 


Superlatives in Order 


What was the economic picture in 
Canada in 1955? In the past number 
of years we have become accustomed 
to using superlatives when describing 
the phenomenal growth and develop- 
ment of our country. If by reason of 
modesty we were loath at times to use 
these superlatives there were many 
American observers to use them for 
us. But 1955 topped everything we 
ever knew before. Not only was it a 
year of record activity, but produc- 
tion increased more rapidly than in 
any other post-war year. Without all 
the columns now being finally added 
and checked it is fairly certain that 
our gross national product exceeded 
the 1954 mark by 10%. The rise in 
the physical volume of production was 
almost as great, prices overall having 
risen but slightly. 

Population jumped half a million to 
a total of 15,601,000. Employment also 
showed the largest increase in years 
and, as unemployment receded sharp- 
ly, the slack which had appeared in 
some industries in 1954 disappeared. 
Three thousand new manufacturing 
plants of various sizes were estab- 
lished, and the gross value of produc- 
tion rose from $17,510,000,000 to $18,- 
644,000,000. Mineral products in 1955 
amounted to $1,778,000,000 against 
1954’s $1,448,000,000. Electrical out- 
put increased by 17,000,000,000 k.w.h. 
Retail sales rose from $11,959,000,000 
to $12,680,000,000 and personal income 
from $18,173,000,000 to $19,772,000,- 
000. 


One of the features of the 1955 
economy was that the improvement 


Continued page 14 


Convention 


Album 


The Achievements of a Convention 
can't be measured in terms of work 
done and fun enjoyed alone. They 
turn up throughout the year, in one’s 
revitalized pride in the profession, in 
the renewed knowledge that integrity 
and responsibility are the real forces 
behind accomplishment. 





CO-OPERATIVE 
SELLING 








Immediate past president Bert Katz accepts 
a certificate commemorating his term of office 
from new president Dick Whitney. 


Some of the seminar discussion groups are seen here 
after a hard afternoon's work. From top to bottom, left 
and then right, are the residential group, chaired by J. 
Laffey, co-operative selling with Phil Seagrove, listings 
with Carl Roadhouse, advertising with G. H. Ridout, 
mortgage and finance with V. Gianelli, and commercial 
and industrial with J. O. Hodgkins. 
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Many __ realtors have 
found the general in- 
surance business a pro- 
fitable sideline to real 


estate. 


Our group of indepen- 


dent companies pro- 
vides the necessary fa- 
cilities. 


WE WILL FORWARD 
INFORMATION ON 
AGENCY APPOINTMENTS 
ON REQUEST 


Massie and Renwick Ltd. 


COMPANY MANAGERS 


800 Bay St. Toronto 





OTTAWA 


Successful Real Estate Men 
USE 


JOURNAL WANT ADS 


Because 


1. More people read THE 
JOURNAL (Publisher's 
Statement) 


2. More people with com- 
bined family incomes of 
$6,000 and more read 
THE JOURNAL. 


(53% — Gruneau Research Ltd.) 


IN OTTAWA 


USE 


Journal Want Ads 


for more results 
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was widely diffused. Secondary manu- 
facturing industries experienced a sub- 
stantial recovery from the relatively 
depressed conditions of 1954. Textiles, 
electric machinery, house appliances, 
and some industrial equipment lines 
were operating above the 1954 levels. 
Passenger car production almost 
reached the record volume of 480,000 
units produced in 1953. Steel produc- 
tion rose a sensational 42% and as the 
year ended even this production, which 
already was 10% above the former 
record of 1953, was not sufficient to 
keep pace with demand. 


Production Records 

During 1955 new production records 
were set in such industries as pulp 
and paper, lumber, nickel, aluminium, 
petroleum and chemicals. In spite of 
the large increases in capacity in many 
of these industries, pressure and de- 
mand for additional production has 
continued to mount. Retail trade, fin- 
ancial institutions, the transportation 
industry and other forms of service 
benefited by the rise of production and 
incomes, and increased crops, dairy 
and livestock production have pro- 
duced a better year for the food pro- 
cessing industries. 

1955 saw the highest volume of ex- 
ports that Canada has ever produced 
in any peacetime year—a whopping 4,- 
350,000,000 dollars worth and a sub- 
stantial 10% increase over 1954. While 
sales of agricultural products, fishery 
products and secondary products have 
remained about unchanged, substan- 
tial increases occurred in the volume 
of forestry, mineral and bulk chemical 
products. Oil and uranium started 
moving in quantity to foreign markets 
and our exports of iron ore alone a- 
mounted to $100,000,000. 

For the third straight year a new 
record was established in capital in- 
vestment when 1955 saw the figure 
rise to over six billion dollars. Much 
of this increase is attributable to high- 
er outlays for house building. 


Where Does Ontario Fit? 


In this bright national picture of a 
buoyant economy and an unequalled 
prosperity, what is Ontario's relation- 
ship? 

Firstly, Ontario holds almost one- 
third of the total population of Can- 
ada, its gross value of production is 
just under 50% of the nation’s and 
comprises just over 50% in the coun- 
try’s 40 leading manufacturing indus- 
tries. In some industries she is abso- 
lutely predominant. 

Ontario produces over 98% of all 
motor vehicles in Canada; she pro- 
duces 90% of all agricultural imple- 
ments and 95% of heavy electrical 


machinery; 814% of all rubber sup- 
plies are produced in this province, 
77% of primary iron and steel pro- 
ducts, 6112% of all sheet metal pro- 
ducts, 52% of all furniture, 72.4% of 
all radio and television parts, 56% 
of all brass and copper products, 38% 
of all butter and cheese, and Ontario 
produces 42144 % of all the flour, 68.3% 
of all fruit and vegetable preparations, 
40.1% of all slaughtering and meat 
packing products. In addition, nearly 
one-third of all mineral production 
in Canada comes from Ontario; in 
fact, it is sometimes forgotten in the 
excitement engendered by all these 
statistics that Ontario is still an agri- 
cultural province as well. As a matter 
of fact she is one of the biggest, if not 
the biggest, sub-political agricultural 
regions on the North American con- 
tinent. Last year her farm population 
divided up a gross income of 742,000,- 
000 and the overall farm production 
was well over a billion dollars. The 
tourist industry alone brings in $250,- 
000,000. 


Diversity Key 

But the outstanding characteristic 
of Ontario’s economy is its unusual 
diversity. There is hardly an economic 
activity or business pursuit anywhere 
in Canada which does not find its 
counterpart in this province. Yes, 
wheat is grown in Ontario and peaches 
and soy beans and 15.5% of all Can- 
ada’s ships are built here, and 46% of 
all stock and poultry feeds are manu- 
factured here and over 40% of all syn- 
thetic textiles. Ontario is not merely 
another region of Canada; it is the 
very heartland, its economic sinews 
wound and woven inextricably into the 
warp and woof of Canadian economy. 
As goes Canada so must go Ontario. 


Real Estate's Importance 

I have already mentioned that much 
of the increase in last year’s capital 
investment picture was due to higher 
outlays in house building. How im- 
portant is this real estate in the na- 
tional economy? The fact is, a quarter 
of our total capital investment went 
into new homes. 


Most of the increase in capital in- 
vestment during 1955 has been spent 
on new construction of one kind or an- 
other, which has meant an exception- 
ally busy year for contractors and sup- 
pliers. A recent comparison of con- 
struction contracts by MacLean Build- 
ing Reports indicates a rise in Ontario 
during 1955 of 38.4% for a total con- 
struction figure of $1,300,000,000 far 
ahead of second place Quebec with a 
$779,000,000 figure. In passing, we can 
salute our newest province, New- 
foundland, which showed a 219% in- 
crease, and British Columbia with its 


sensational 305%. We can afford to be 
magnanimous, for even with its fan- 
tastic increase, B.C.’s total construc- 
tion program, including the vast Kiti- 
mat project, amounted to only 40% of 
Ontario’s total. 

What about the real estate market 
in 1955? The year 1954 witnessed 3.2 
billion dollars worth of real estate 
sales in Canada; and in 1955 an in- 
crease of 17%, or an estimated 3.7 bil- 
lion dollars worth of conveyances were 
recorded. And in Ontario, her 1955 re- 
cord of 1.6 billion estimated sales in 
existing homes, represented 44% of 
the national total. 

What were some of the character- 
istics of the real estate market in On- 
tario during the past year? Effective 
demand for new single homes was un- 
abated, and with the banks supplying 
about 50% of the funds for this type 
of construction, mortgage money was 
in plentiful supply, except perhaps in 
individual or isolated communities. 


Trend to Split-Level 


The trend appears towards custo- 
mer preference for the split level type 
of housing. The trend seems to be 
more than a mere architectural pre- 
ference. The high cost of building 
makes it imperative for many buyers 
to adopt the style of the dwelling to 
their minimum requirements. The 
split level house, utilizing wasted base- 
ment space for actual living accommo- 
dation, cuts down the cubic cost of 
livable space. There is also a grow- 
ing preference for an open style design 
made possible by the arrangement of 
rooms. Such arrangement allows for 
greater flexibility and for multi-pur- 
pose rooms, reducing the necessity for 
larger homes and greater cost. 


Prices for new improved properties 
increased perhaps by an average of 
five per cent due to higher land costs 
as well as some increase in wages and 
materials. In general there was not 
too great a change in prices of existing 
homes except in desirable neighbor- 
hoods where such gains were a direct 
reflection of definite appreciation in 
land or lot values. 


Supply and Demand 
Balance 


Residential rents in new apartment 
buildings remained at practically the 
same levels and in many communities 
throughout the province there seemed 
to be some measure of balance being 
achieved between supply and demand. 

For older properties where rent con- 
trol no longer applied there were aver- 
age increases of between 10 to 15% as 
leases came up for renewal. In most 
cases landlords were, all things con- 
sidered, most reasonable in their ask- 
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ing rentals for this type of property. 

Mortgage funds in 1955 were the 
most plentiful on record, aiding sub- 
stantially the volume of new construc- 
tion as well as the sale of older pro- 
perties. Conventional interest rates 
dropped to 54%% in the spring and 
summer in many communities, with 
N.H.A. funds dropping to five per cent. 
By fall, however, rates had stiffened 
somewhat with 5% % money starting 
to reappear and N.H.A. rates back up 





C. Richard Whitney, newly elected 
president of the Ontario Association 
of Real Estate Boards, has roots ex- 
tending deep down into old Ontario. 


All but the first year of his life— 
Dick was born in Toronto—has been 
spent in Kitchener. Educated at local 
schools, he graduated in arts from the 
University of Western Ontario in 1943, 
and during the war served in the Royal 
Canadian Navy. Upon discharge with 
the rank of lieutenant in 1946, he en- 
tered his father's real estate and gen- 
eral insurance business. He is cur- 
rently vice-president of George Whit- 
ney Ltd., Kitchener. 


Dick is a hard worker, one of those 
rare individuals who not only realizes 
education is a life-long continuing pro- 
cess, but who does something to speed 
it up. He recevied his C.P.M. (Certi- 
fied Property Manager) designation 
from the Institute of Real Estate 
Management of the National Associa- 
tion of Real Estate Boards in 1952, and 
at present is a candidate for the 
M.A.I. (Member Appraisal Institute) 
designation of the American Institute 
of Real Estate Appraisers. 


At 34 he is one of the youngest 
presidents the OAREB has ever had. 
He first became a director of the or- 
ganization in 1952, a regional director 
in 1954, and vice-president in 1955. He 
was also president of the Kitchener- 
Waterloo Real Estate Board in 1955 
and served as a director of the Cana- 
dian Association of Real Estate Boards 
for two years. 

A man of wide interests, he is a 
member of the Kitchener-Waterloo 
Kiwanis Club, Delta Upsilon Fratern- 
ity, and an officer in the Active Re- 
serve, Royal Canadian Navy.. 

He married Lois Weber, a Kitchener 
girl and a graduate of the Hospital 
for Sick Children, Toronto, in 1947. 
They have three children: a boy of five 
and two girls, seven and two respec- 
tively. 





to 54%. Despite the availability of 
money for mortgage purposes one fin- 
ancing problem remained—the hesi- 
tation of many lending institutions to 
lend money on older homes, despite the 
fact that these properties were often 
in well-settled and established neigh- 
bourhoods, and seemed to many of us 
in the real estate business to be good 
security. In many cases the saleabil- 
ity of older homes was seriously im- 
paired by this apparent timidity on the 
part of the mortgage companies. Often 
the only alternative financing has been 
from private funds at high rates of 
interest and on generally less favor- 
able terms. 


Spate of Office Building 


1955 saw a spate of office building, 
particularily in some of our larger On- 
tario cities. While the rents asked 
seemed to be on the increase, there ex- 
isted the seemingly contradictory fac- 
tor of a considerable amount of un- 
rented office space in both new and old 
buildings. Whether this was a tempor- 
ary situation reflecting a passing dis- 
location in the market, or a more ser- 
ious over-supply which presaged a 
drop in the scale of office rentals, 1956 
and possibly 1957 could more reliably 
inform us. Certainly the asking rentals 
$4.50 to $5.25 per square foot of net 
rentable space in some of the new 
office buildings reflects not only the 
high cost of buildng but the very con- 
siderable appreciation in land values. 

Industrial rentals in 1955 remained 
on a fairly even keel. There was an 
increasing reluctance on the part of 
industrial tenants to rent multi-stor- 
ied space for industrial use and in 
many cases what had formerly been 
used as industrial space found some in- 
ferior utilization such as_ storage 
space. For this reason there was a 
definite softening in the rents asked 
for this type of property. This soften- 
ing was generally reflected in a de- 
crease in the sale price of such prop- 
erties. Exceptions occurred when the 
decrease in the utility of the building 
was compensated for by the apprecia- 
tion in the value of the site, a circum- 
stance which is not uncommon when 
such buildings are situated in down- 
town areas of our larger centres. 


Investment Properties 

In most of our communities there 
was a good demand for investment 
properties. It is interesting to note 
that many of our new Canadianns who 
have been in the country for only a 
comparatively short time are increas- 
ingly interested in investment oppor- 
tunities. This attitude reflects the un- 
alterable belief of many European 
people that real estate is the best in- 
vestment in the world. In fact it is 
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the world—a piece of it. The com- 
petition for good investment proper- 
ties in some communities where this 
type of property is in short supply has 
resulted in some buyers being satis- 
fied with a comparatively low return, 
hoping to be compensated in the long 
run by an eventual appreciation of the 
property. 

The greatest part of new retail 
space developed in Ontario during 1955 
was provided in the form of shopping 
centres. Demand for stores in this 
concentrated form of merchandising 
is continuing with most centres almost 
completely occupied or in the process 
of being occupied. The case of the 
shopping centre versus downtown re- 
mains unresolved. The answer is pro- 
bably that they are complementary. 


Speculative Buying 

One of the notable observations of 
1955 was the increase generally in 
speculative buying of large tracts of 
unserviced land on the perimeters of 
our cities and towns for future hous- 
ing developments. So far there is little 
indication of the co-operative develop- 
ment of serviced lands by builders and 
building companies such as the “‘Ladco 
Plan” in Winnipeg. The trend is spor- 
adic and spontaneous as if suddenly 
investors in different places had be- 
come aware of raw land as a non-divid- 
end-paying but appreciating invest- 
ment. 


U.S. Investment Up 

American investment capital during 
1955 continued to search for Canadian 
real estate. Many of you have during 
the past year received direct mail from 
American investors or their agents re- 
questing your co-operation in this ac- 
tive combing of the market. Larger 
sales have ben made to American in- 
terests in Toronto, Ottawa and other 
leading cities and at the moment one 
of the biggest investors of all, William 
Zeckendorf, president of Webb & 
Knapp Inc. of New York City, has an- 
nounced the entry of his firm into the 
Canadian market. He is presently pro- 
posing a deal to the C.N.R. for the 
development of their property in the 
centre of Montreal. Long range plans 
for this centre envisage a Rockefeller 
Centre type of development that 
would certainly consolidate downtown 
Montreal. 

Now comes the time when I must 
venture out on the plank of prediction 
for 1956. Well, really it is quite pain- 
less; 1956 will be another wonderful 
year. 

Not everybody, and certainly not 
everybody in the building business, be- 
lieves this. They all point to the re- 
cent announcement of the chartered 
banks to the effect that they were cut- 


ting out loans to speculative builders 
and say that this is an indication of 
retrenchment for the coming year. 
Not so. 

Total bank credit in 1956 wil not de- 
crease. The chances are, in fact, that 
by the end of the year it may actually 
exceed the 1955 mark. Then what is 
all this talk of restricted bank credit? 
It has to do with two new regulations 
which the chartered banks have 
agreed with the Bank of Canada to 
follow. Firstly they are going to cur- 
tail term loans and eliminate private 
placing of corporate securities with 
the banks as a means of paying for 
fixed capital assets. Secondly a new 
ratio of liquid assets to be maintain- 
ed at a monthly average of 15% start- 
ing with the month of June, 1956, is 
going to be put into effect. This ratio, 
under the demands and pressures 
brought to bear on the banks, has been 
allowed to fall to about 11%. The fact 
that it is going to be raised to 15% is 
nothing startling. British banks, for 
instance, have traditionally maintain- 
ed a 30% liquid assets position, and 
consider this sound banking practice. 


Banks Will Meet 
Commitments 

The banks intend to meet all present 
commitments. Then they are heading 
towards the 15% liquid ratio position. 
But with the additional funds made 
available by their refraining from 
what virtually amounted to under- 
writing the capital expansion of many 
large companies and the anticipated 
general buoyancy of the economy, it 
is my guess that they will be back in 
the mortgage field with regard to 
speculative housing somewhere 
around the middle of the year and will 
continue lending money at a rate 
equal at least to last year’s figures. 


There are a number of indications 
at the moment that the mortgage in- 
terest rate may rise. If this is so, some 
loaning institutions may be tempted 
back into the field to take up the slack 
in financing left by the banks in the 
ensuing months. 


No Decrease in Mortgage 
Lending 

In any case it is my opinion that 
1956 will not see any diminution in the 
total volume of mortgage lending. 


I would like to make a prediction 
which may not come true in 1956 but 
is definitely in the cards within the 
forseeable future. I believe that the 
government, through C.M.H.C., will in 
the not-too-distant future be in the 
business of fiinancing older homes. 
Let’s face it—the government is in the 
housing business to stay. The whole 
economy is geared to it; a great deal 


of our prosperity is dependent upon 
it; our people are in favor of it. It is 
for the public good and when the time 
is propitious to enter this second phase 
of the housing business—the finan- 
cing of older homes, so that money can 
be put into circulation which will in 
turn find its way back into the pur- 
chasing of new homes—the govern- 
ment will not balk at it. 


When Will It Come? 


It reminds me of the proposed Na- 
tional Health Plan we have been hear- 
ing so much about lately. It is only a 
few years ago since people said ‘“‘can 
it come?” Then it changed to “will it 
come?” I thing that any reasonably 
informed person now amends the 
question to read “when will it come?” 
The fact is that our people want it and 
can afford it; and what the people of 
the world’s fastest growing country 
want and afford they will get. 


I have not the time to go into many 
of the obvious advantages of a govern- 
ment program of financing the pur- 
chase of older housing, particularly 
when some of those funds can be ear- 
marked for compulsory improvements 
of older property. I can only say that 
many of us in the real estate business 
would see it as a most desirable piece 
of legislation, and are hopeful that the 
day will not be too long delayed when 
the government will adopt and imple- 
ment such a policy. 


Recommendation 

I suppose that no presidential mes- 
sage could be considered complete un- 
less it included one gratuitous recom- 
mendation to the municipalities of the 
province. This may often take the 
form of some advice as to how to cut 
the mill rate. I do have one recom- 
mendation to make and its immediate 
effect would do no such thing, al- 
though in the long run I have no doubt 
that it would result in most substan- 
tial savings for all tax payers and all 
citizens. I would recommend that in 
the matters of zoning, planning and 
traffic control no municipality stint in 
the matter of acquiring the best pro- 
fessional advice available. In these 
particular fields of municipal activity 
the day of the amateur is over and at- 
tempting to deal with these matters 
without competent professional coun- 
sel is asking for real trouble. Some of 
the ramifications of improper zoning, 
planning and traffic routing are so far- 
reaching in their effects and can have 
such catastrophic consequences on 
property values and the orderly devel- 
opment of our communities that 
simple prudence would indicate a 
policy of getting the best brains pos- 
sible. 


Unfortunately this does not always 
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take place. I strongly recommend to 
the elected representatives of our 
municipal bodies that they think twice 
before doing without the professional 
assistance which may, it is true, in a 
particular instance add %4 mill to the 
rate, and think of the four or five mills 
eventual increase that may be the 
consequence of improper zoning or 
ineffectual planning. 

There is only one thing more I would 
like to say. Despite the fancy figures 
and startling statistics of last year’s 
business, the biggets news in the real 
estate world in 1955 had nothing to do 
with sales figures or total commissions. 
The big news of 1955 was, and I think 
always will be, the long-sought goal 
of our business attaining professional 
status. Last September, in Edmonton, 


the Canadian Institute of Realtors was 
founded. To many of us it was the 
culmination of a long-cherished 
dream. As of last fall, 159 real estate 
people throughout Canada are taking 
a three-year correspondence course 
given by the University of Toronto 
and leading to a designation which 
will indicate to the world that they 
are professionally qualified to give the 
very highest type of real estate ser- 
vice. As the years go. by more and 
more young real estate men and 
women will acquire this designation 
and many a new shingle will proclaim 
the proud banner of the Institute. 
1955 has indeed been a wonderful year 
for the Real Estate profession. May 
the future hold as many rewards and 
may we be worthy to receive them. 


Sec.-Treas. Follows Reports 
On Year of Consolidation 


It is always a pleasure to present 
the secretary treasurer’s report for 
the Ontario Association, as each report 
reveals still greater progress from that 
of the preceding year. All in all, I 
feel that 1955 was a year of consolida- 
tion. It was a year in which the Asso- 
ciation directed its efforts to solidify- 
ing its position with regard to public 
relations, membership and finance. Do 
not misunderstand—1955 was certain- 
ly a most successful year. Our mem- 
bership is at its biggest in our 34 year 
history, and our financial position is 
indeed most secure. 


When we consider that the Associa- 
tion has very nearly doubled its mem- 
bership over the last three years, it 
is readily seen that 1955 would, of 
necessity, be devoted to tieing up the 
loose ends caused by rapid growth and 
to strengthening and uniting our mem- 
ber Boards. 

In preparing this report, I called 
the registrar of real estate and was 
advised that at the present time some 
6,969 persons derive their livelihood 
from the business of real estate in this 
province. The membership of O.A.R.- 
E.B. now stands roughly at 3,400. The 
Association, therefore, represents al- 
most 50% of the real estate people in 
Ontario. I am pleased to advise that 
some weeks ago a new board was 
formed in Woodstock, bringing the 
number of boards to 31. 

While on the subject of member- 
ship, I noted that there are only 440 
brokers in the province not in an area 
serviced by a member board. Recently 
a membership campaign was initiated 
and early replies indicate that this 
number will be appreciably reduced 
over the next few months. 


Financial 


I am pleased to report that our As- 
sociation is in sound financial condi- 
tion. As of December 31, 1955, our 


CURRENT ASSETS 
Cash on Hand 
Bank Savings Account 
Accounts Receivable 
Fees Receivable 
Dominion of Canada Bonds—3%—1960 
Prepaid Expense on 1956 Conference 


Inventory of Stationery and Supplies at Cost 


CURRENT LIABILITIES 

Bank Overdraft 

Accounts Payable and Accrued 
SURPLUS 

Balance at credit January 1, 1955 


ONTARIO ASSOCIATION OF REAL ESTATE BOARDS 
Balance Sheet — December 31, 1955 


surplus is $5,760.66, the Association 
income in 1955 was in excess of $20,- 
700.00—the expenditures _ slightly 
above that figure for a net loss on the 
year’s operation of some $148.00, as 
compared to a loss of some $1,700.00 
in 1954. 

Our co-operative listing system has 
experienced a rather trying year fin- 
ancially, resulting in a net loss of $1,- 
288.00. However, steps have been 
taken to strengthen this division and 
we can look with optimism towards 
1956. 


Meetings 

The Executive Committee held 
seven meetings during the year and 
the directors four, including the An- 
nual Meeting here in Windsor. In ad- 
dition, numerous committee meetings 
were held throughout the year. 

During 1955 all regional directors 
visited their Boards at least twice. It 
is here, at the Board level, that the 
strength of our Association lies. In 
my opinion, the recent phenomenal 
growth of the Association has been 
due, to a large extent, to the efforts 
expended on its behalf by the regional 
directors. Their problem is not the 


58.95 
1,767.21 


3,263.49 
500.00 
614.12 

2,498.41 


$ 334.85 
2,928.64 


$8,702.18 

705.76 
2,235.76 
—_——- 2,941.52 


5,909.56 


Less—Net loss for the year ended December 
31, 1955—as per statement of Income 


and Expenditure 
Balance at credit December 31, 1955 


148.90 





5,760.66 
$8,702.18 


STATEMENT OF INCOME AND EXPENDITURE 
Year ended December 31, 1955 


INCOME 


FEES—Member Boards 

Individual Active Members 
Bond Interest 
Savings Account Interest 
Speakers Bureau—Net 
Net Income on Educational Course 
Net Income on Stationery for Resale 


EXPENDITURES 


Annual Conference Toronto—net expense 


Audit Fee 

Co-operative Division—net loss 
Dues Uncollectible—1954 
General Expenses 


Interest and Bank Charges and Exchange 


Legal Fees 

Membership Promotion 

Pension and Group Insurance Expense 
Postage 

Public Relations 


Rent—Office Space and Office Equipment 


Realtor Publications 

Salaries 

Stationery and Printing 
Telephone and Telegraph 

Travel, Meetings, etc. 
Unemployment Insurance Expense 


NET OPERATING “LOSS”? FOR THE YEAR 


Carried to Surplus Account 


$18,852.25 
947.50 
15.00 
49.59 
69.85 
103.80 
703.73 
ones $20,741.72 


2,108.44 
200.00 


20,890.62 


formation of local Boards. In fact, I 
believe that there remain very few 
centres in Ontario today of sufficient 
size to warrant a Real Estate Board. 
Rather, the regional directors are the 
connecting links between the Boards 
and the Association. It is their task 
to keep the Boards operating at peak 
efficiency and to make them strong. 
By so doing, the Association is made 
bigger and the benefits greater. 


Your regional directors have also 
met as a committee and established 
the basis for awarding an achievement 
trophy to the Board with the best pro- 
gress record each year. This trophy 
will be awarded tomorrow for the first 
time. 


During 1955, the Ontario Realtor 
was amalgamated with the Canadian 
Association publication, becoming the 
Canadian Realtor. Organized real 
estate in Canada to bring to its mem- 
bership one of the finest magazines in 
the trade publication field. 





It has been my pleasure, as your 
secretary, to have visited many mem- 
ber boards in 1955. I wish to express 
my sincere apreciation to those boards 
for their kind invitations and the op- 


portunity to meet with their mem- 
bership. 


I would like to congratulate the ex- 
ecutive committee, directors and com- 
mittee chairmen who have worked so 
conscientiously to bring about the ex- 
cellent progress we have made in 1955. 
I would like to congratulate our 1955 
president, Bert Katz, on his outstand- 
ing leadership, untiring efforts and 
self-sacrifice. The inspiring direction 
he has given us during the past year 
reflects in the standing of the Associ- 
ation which is the highest we have had 
in 34 years. 


On behalf of the members of O.A.- 
R.E.B., my thanks to all those who 
have given their time and effort in the 
interest of our Association. 


Bert Katz presents 
flowers to Mrs. 
Corp, wife of con- 
ference chairman, 
and to Mrs. Hoff- 
man, wife of host 
board president. 
Left to right are 
the Hoffmans, Mr. 
Katz and the 
Corps. 


Resolutions Made At 
34th O.A.R.E.B. Convention 


#1—Department of Highways 
(Toronto Board) 


Whereas it is established business 
practice for industrial organizations 
and municipal bodies in the Province 
of Ontario to pay a selling commis- 
sion to licensed real estate brokers on 
the sale of real estate and 


Whereas the Department of High- 
ways for the Province of Ontario re- 
fuses to pay a commission to any real 
estate broker for services rendered on 
the sale of real estate owned by them, 


Therefore be it resolved that the 
Department of Highways be ap- 
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proached for the purpose of changing 
its policy to conform with the general 
established real estate business prac- 
tice. 


#2—Ontario Municipal Board 
(Hamilton Board) 


Whereas matters of great import- 
ance to municipalities, corporations 
and individuals coming before the On- 
tario Municipal Board seem to be un- 
duly delayed by failure of that body 
to reach early decisions, and 


Whereas doubt as to the status of 
properties seriously affects their value 


to their respective owners, and to pros- 
pective developers and purchasers, 
and 


Whereas civic expansion and plan- 
ning are frequently delayed in direct 
ratio to the delay in reaching such de- 
cisions, 


Therefore be it resolved that this 
Association petition the Government 
of Ontario to take whatever action is 
necessary to bring the matter before 
the proper provincial officials, urging 
them to take steps to aid the Ontario 
Municipal Board either by adding per- 
sonnel, easing the workload, or by 
whatever other means they deem ad- 
visable to make earlier decisions pos- 
sible in those matters with which they 
must deal. 


#3—Municipal Taxation 
(Resolutions Committee) 

Whereas owners of real property 
are called upon to bear a dispropor- 
tionate share of responsibility for 
municipal financing, only about half 
the sum raised from real estate taxa- 
tion being spent on services to pro- 
perty, and 


Whereas a re-distribution of taxing 
authority would permit the various 
levels of government to raise the funds 
necessary to finance the services each 
is charged with providing, and 


Whereas the Government of Ontario 
recently established a new Provincial 
Municipal Relations Committee to en- 
quire into the ways and means of ef- 
fecting this re-distribution, 


Therefore be it resolved that this 
committee be urged to expedite its in- 
vestigations and studies in order to 
present, at the earliest possible mo- 
ment, a comprehensive report on how 
municipalities may be given a fairer 
share of tax revenues, thus enabling 
them to reduce real estate taxation to 
approximately the same amount as 
they now spend on services to pro- 
perty. 


#4—Thanks to Government 
(Resolutions Committee) 

Whereas the Ontario Government 
and its Department of Insurance in the 
past year have given full co-operation 
to the Ontario Association of Real 
Estate Boards, in matters pertaining 
to the Real Estate and Business Brok- 
ers Act, 


Therefore be it resolved that this 
conference record its sincere apprecia- 
tion for the goodwill and support ex- 
tended by the Government and the 
Department. 


#5—General Appreciation 
(Resolutions Committee) 


Be it resolved that the formal 
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thanks and appreciation of this As- 
sociation be extended to the speakers, 
round table captains and other pro- 
gram participants who assisted in 
making the 34th Annual Conference 
a success. 


Furthermore, that the thanks of 
the Association be extended to the 
Prince Edward Hotel for the capable 
and efficient way in which it handled 
the conference arrangements, to the 
railways and TCA for their courteous 
attention to the transportation needs 
of delegates and their wives, and to 
the press, radio and TV representa- 





R. B. Whitehead 


In view of my association as Super- 
intendent of Insurance with the ad- 
ministration of the Real Estate and 
Business Brokers Act, the natural 
thing for me to do is to make some 
comments arising out of the com- 
plaints from vendors and purchasers 
received against brokers and call them 
to your attention. I assume that any 
business dealing by any real estate 
broker which might be classed as un- 
ethical or in violation of the Act, are 
matters of concern to all brokers. 


Reputation 

In any profession, such as law or 
medicine, every member is supremely 
jealous of the reputation of his pro- 
fession, and their societies deal sternly 
with any of their members who violate 
their code, as any questionable busi- 
ness dealing by one member reflects 
on all and tends to lower the prestige 
of that particular profession in the 
public mind. Quite apart from the de- 
sire to preserve the moral integrity 
of the profession, it is obvious that any 
profession is dependent on public good 
will, and public good will towards any 
profession is always jeopardized by 
dishonest or unethical practices on the 
part of any member. The zeal with 
which these professions deal with their 
members in safeguarding the prestige 
of the profession, and the extent to 
which the reputation of the profession 
is thus enhanced in the public mind is 
nowhere more apparent than in the 
legal profession. One needs only to 
compare the general public attitude 
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tives for their effective news coverage 
of the conference. 

And furthermore, that the special 
thanks of the Association go to F. C. 
Corp, chairman of the Conference 
Committee, and the members of this 
committee; to Alex Hoffman, presi- 
dent of the Windsor Real Estate 
Board, and the other officers, directors 
and members of this Board; to the ex- 
ecutive secretary and his staff, and to 
all others who worked diligently and 
loyally to ensure the smooth function- 
ing of the conference and the enjoy- 
ment, enlightenment and comfort of 
those in attendance. 


Pitfalls for the Broker 


Mr. Whitehead was principal 
speaker at the Tuesday luncheon. 
His remarks will be of special 
interest to realtors everywhere. 


towards lawyers, many years ago and 
today. 

The Real Estate and Business 
Brokers Act contains many provis- 
ions requiring brokers to do certain 
things and prohibiting others, but the 
Act could not conceivably cover all the 
activities of a broker in buying and 
selling real estate for his client. There 
is bound to be a broad field of proce- 
dure to be followed by a broker in his 
business not necessarily governed by 
the law, but rather by the active con- 
science of an honest and decent busi- 
ness man. This measuring stick might 
properly be referred to as the ethics 
of the business and in many cases can 
be ascertained by the simple applica- 
tion of the Golden Rule of doing to 
others as you would have them do to 
you. 


Golden Rule in Use 


The real estate business sometimes 
presents opportunities to a broker for 
making money by way of commissions 
which leave a client with the feeling 
that he has not been fairly treated. 
The broker in many cases contends 
that he has earned his commission but 
the client is not convinced that this is 
so. Even court decisions on this point 
do not make the situation sufficiently 
clear, but it has often occured to me 
in dealing with some of these com- 
plaints (usually by a purchaser for the 
return of his deposit) that the broker, 
even though he has to collaborate with 
the vendor, might profitably endeav- 
or to secure the vendor’s consent to 


the return of the deposit. I am also 
fully aware, however, of the broker’s 
position in being asked for return of a 
deposit, simply because the purchaser 
has found a better deal and wants to 
get out of the first deal, and in those 
cases one cannot have any sympathy 
for the purchasers. There are other 
cases, however, where the purchaser 
has found it impossible to go through 
with a deal due to situations beyond 
his control that developed after his 
offer had been accepted, and in those 
cases I suggest that a broker who is 
jealous of his good name might at least 
urge his vendor client to forego the 
forfeiture of the deposit, and if the 
vendor agrees, he himself would fore- 
go the major portion of his commis- 
sion. Some of you doubtless would 
look askance at any such proposal but 
I believe it is well worthwhile consid- 
ering, and if adopted more frequently 
could not help but enhance a broker’s 
reputation and add immensely to pub- 
lic good will. 


Perhaps the complaint of an offense 
against the Act received most fre- 
quently in our department is against 
a broker or salesman, where the pros- 
pective purchaser of a property, who 
finds it necessary to sell his own pro- 
perty in order to go through with his 
purchase, alleges that the broker or 
salesman assured him that he would 
sell his own property, without giving 
him that representation in writing as 
the Act requires. As a general rule we 
find on an investigation in a case like 
this, that the broker or salesman 
denies the allegation but admits that 
he said he would do his best to sell the 
purchaser’s property by the time the 
purchaser had to close the deal for his 
new purchase. 


Dubious Impression 

I have no doubt that in many cases 
the salesman has gone no further than 
he said he had, and that he could not 
be found guilty of an offense against 
the Act. I am satisfied, however, that 
in all too many cases the salesman has 
left the clear impression with the pur- 
chaser that he has “no reason to 
worry” about the sale of his own 
house, and that the salesman would 
sell his property, even though he, the 
salesman, has avoided making the rep- 
resentation that he would do so. Sure- 
ly it is encumbent on every honest 
broker or salesman in such cases to 
warn his purchaser that although he 
the salesman would make an honest 
effort to sell the purchaser’s property, 
that the purchaser must risk the pos- 
sibility of the salesman being unable 
to do so by the closing date of the sale 
made to the purchaser; in which event, 
if no extension of time for closing 
could be secured, the purchaser would 
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have to go through with his purchase 
or forfeit his deposit and face the pos- 
sibility of an action for specific per- 
formance. I suggest to you that this 
is one further instance of the applica- 
tion of the Golden Rule as the best sol- 
ution of such a problem — a solution 
which any honest broker will apply. 


Then again we have run across 
cases of property being sold by a 
broker where the financing is to be 
done through an N.H.A. mortgage. The 
property is advertised, say, at “$13,500 
— $500 down”. A prospective pur- 
chaser is asked to sign an offer to pur- 
chase showing $2,500 as down pay- 
ment. The purchaser protests that he 
has only $500, but the broker says: 
“That’s alright, we will take your 
$500 and arrange a second mortgage 
for you for $2,000, but don’t register 
that second mortgage until you get 
the C.M.H.C. mortgage, or C.M.H.C. 
will turn you down; and in your appli- 
cation for the C.M.H.C. mortgage do 
not disclose the second mortgage.” 


Subterfuge Out 


C.H.M.C. in some instances will ad- 
vance the first mortgage money even 
if a second mortgage is disclosed, pro- 
vided the property, the price, and the 
buyer’s income is satisfactory, but in 
most cases they would not advance the 
first mortgage money if the second 
mortgage were disclosed, and if they 
do advance the mortgage money, they 
often discover subsequently that the 
buyer’s income is not sufficient to 
cover both mortgages, and hardship 
inevitably is the result. Such subter- 
fuge surely would not be tolerated by 
a broker who has regard for his own 
reputation; and, in addition, if build- 


ers are involved it would certainly do 
untold damage to their relationship 
with C.M.H.C. and make the securing 
of further loans from C.M.H.C. much 
more difficult. 


Trust Funds Sacred 


Probably the most serious com- 
plaint against brokers received by the 
department is based on the broker’s 
failure to regard deposits as trust 
funds, and when a deal is closed being 
unable to hand over to the vendor the 
balance of the deposit after deducting 
his commission; or where a deposit 
has been made but the offer not accep- 
ted, being unable to return the deposit. 
Such complaints however, constitu- 
ting not only violation of the Act but 
of the Criminal Code as well, usually 
are handed over to the Crown Attor- 
ney for prosecution for conversion or 
theft and the wrong-doer exposed to 
the full rigor of the criminal law. 
Many instances, however, come to 
light which, although not necessarily 
involving theft or conversion, indicate 
a lack of appreciation on the part of 
the broker of the “trust” that attaches 
to a deposit on a deal. While the de- 
posft is usually placed in the broker’s 
trust account in the bank, occasionally 
we find brokers paying money out of 
the trust account for other matters 
than his own commission and pay- 
ments of balances to vendors — a 
very dangerous practise which might 
lead to serious consequences. As 
trustee for those monies, any broker 
is foolhardy who fails to regard those 
monies in the same light as an exe- 
cutor of an estate regards monies en- 
trusted to his keeping; for the law im- 
poses a heavy responsibility on any 
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person acting as trustee in his hand- 
ling of trust funds, whether he be a 
broker or an executor of an estate. 


Then we have the requirements of 
the Act as to the books and records to 
be kept by a broker for every deal that 
goes through his office. I expect that 
those present here today represent 
larger brokerage firms who, even if 
there were no Act in force, would keep 
their records in complete and proper 
form; but I would have preferred that 
all the small brokers in the province 
were also present, so that they would 
be convinced as to the importance of 
these requirements in the Act. The 
keeping of a sales record sheet for 
every deal as well as a proper set of 
books and accounts is insisted on by 
the registrar, as it not only enables 
our inspectors to quickly investigate 
what has been done in any deal, but 
enables the broker to keep every deal 
in an orderly and business-like form. 
Our department has in the past sus- 
pended licences, and will do so in the 
future, for failure to comply with 
these requirements of the Act. 


Gray, Not Black and 
White 


If time permitted I could profitably 
deal with many other requirements of 
the Act, but I believe you are all more 
or less familiar with them. Under the 
licensing requirements of the Act the 
registrar does his utmost to assure 
himself that no broker or salesman is 
licensed unless he is suitable for regis- 
tration, and in doubtful cases he dis- 
cusses the application with me. You 
will readily understand that many of 
of these applications are neither in the 
black or white class but tinged with 
gray to a greater or lesser degree, and 
decisions can be reached only by the 
exercise of the best discretion of which 
we are capable. I can assure you that 
with Mr. Tanton as registrar and a 
very competent staff behind him, the 
public who deal with brokers and 
salesman in real estate deals has in 
my opinion been well served. 


In summing up, it seems to me that 
every broker or salesman should pri- 
marily be equipped with the tools of 
his trade. He must be thoroughly 
familiar with the requirements of the 
Act; no one should expect to be licen- 
sed as a broker until he at least has 
had some experience as a salesman, 
and he must have sufficient knowledge 
to negotiate and draw up a proper 
offer to purchase or agreement for 
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sale. Over and above these require- 
ments, however, it is fundamental that 
a broker or salesman, to be successful 
and held in high esteem over the years 
by the public, must be a man of moral 
integrity, a man who will never resort 
to a shady practice, and whose busi- 
ness career is guided by and appears to 
the public to be guided by an active 
conscience, the basis of which is The 
Golden Rule. 


Woodstock 





Ed Taylor 


Edwin Taylor has been elected 
president of the newly-formed Wood- 
stock Real Estate Board. John 
Hnatiuk is vice-president, and Mat- 
hew McConnell, Charles Burrill and 
Homer Dixon are directors. Mrs. Hugh 
Sutherland is secretary-treasurer. At 
present the Woodstock Board has 14 
members. 


Mr. Taylor was born in England 
and grew up in Woodstock. He enter- 
ed the real estate business in 1946, 
and now has a branch office in Aylmer, 
Ontario. He is a charter member and 
past president of the Woodstock 
Kiwanis Club, and for four years has 
been general chairman of the Oxford 
County Festival of Music. 


Hamilton 

Election of new officers for the 
Hamilton Real Estate Board was held 
in mid-January, when Grant Phinney 
was made president for 1956, succeed- 
ing Sam Campbell. First vice-presi- 
dent is Albert A, Takefman, Frank 
Long is second vice-president and 
chairman of the co-op group, and T. 
Glen Chambers is honorary secretary- 
treasurer. Directors are: Ralph W. 
Brown, William Burr, T. Glen Cham- 
bers, Thomas W. Dowling, Harold 
Garrett (who is also salesman direc- 
tor), F. C. Ritcey and C. Gordon Todd. 


On Wednesday, February 1, Hugh 
Shortill presented a luncheon talk at 
the Co-operative Group Meeting. 
Over a hundred realtors and salesmen 
heard Mr. Shortill’s instructional 
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speech on salesmanship, with empha- 
sis on the fundamental precepts so 
easily lost sight of in day-to-day oper- 
ation, but which remain necessary to 
progress, 


Galt-Preston-Hespeler 

The Galt-Preston-Hespeler Real 
Estate Board announce the following 
slate of officers for 1956: Past Presi- 
dent, Mervin L. Himes; President, 
Larry Brundage; First Vice-President, 
Jack Frazer; Treasurer, Frank 
Brewer and Secretary, Mrs. G. W. 
Pulling. 


Chatham 


The Chatham Real Estate Board an- 
nounce their new officers who were 
elected at the Annual Meeting on Jan- 
uary 9th: Past President, Harold 
O’Brien; President, Gordon Want; 
Vice-President, Eric Brown; Secre- 
tary-Treasurer, William Lamson; 
Director to Ontario Association, Gor- 
don Want. 


Kitchener-Waterloo 
The Kitchener-Waterloo and Dis- 
trict Real Estate Board announce the 


Past president Sam 
Campbell of the 
Hamilton board, 
presents the gavel 
of office to Grant 
W. Phinney, presi- 
dent-elect. Centre 
is Phil Seagrove, and 
in background left 
is director T. W. 
Dowling. 


officers and directors for 1956: Past 
President, C. R. Whitney; President, 
Wes Callander; Vice-President, 
Abram Wiebe; Secretary, Max N. 
Lauer; Treasurer, Peter Della Porta; 
Directors, J. R. Schmalz, Wm. G. 
Caton, Warren Merrall, Carl Martz, 
James C. Malleck and P. A. Bender; 


Director to Ontario Association, 
Abram Wiebe. 
Orillia 


The Orillia Realtor’s Association 
announce the following slate of officers 
for 1956: President, George Marshall; 
First Vice-President, Borge Jarnel; 
Secretary-Treasurer, Don Campbell; 
Director for Canadian and Ontario 
Associations, Glen Swallow. 


Welland 


The Welland District Real Estate 
Board announces the following officers 
for 1956 who were elected at the An- 
nual Meeting held Jan. 11th: Presi- 
dent, R. F. Seehuber; Vice-President, 
Phil Audet; Secretary, W. H. Burton; 
Treasurer, A. E. Stirtzinger; Direc- 
tors, Karl Kerenyi, K. A. McAvoy and 
Charles Hanna. 





——COAST TO COAST——_—— 


Regina 

The Regina Real Estate Board an- 
nounces their 1956 slate of officers 
elected at their Annual Meeting held 
Jan. 11th: President, Art Hosie; Past 
President, Stan Clear; Vice-President, 
Jack Walker; Director, Wm. Blenken; 
Vic Jacobson, H. Kohlruss, J. Glen, 
Trev May, A. T. Brown, E. A. Bennett 
and W. C. Mahon. 

The multiple listing service, under 
the chairmanship of Jack Walker, 
started operations on January 3rd. 


Saskatoon 

The annual meeting of the Saska- 
toon Real Estate Board was held Jan- 
uary 17, when retiring president Doug 


Woodley presented his report and a 
resume of the achievements of the 
board during the year ending. 


New president is Fred Welch, first 
vice-president is Don Andrews, Harry 
Link is second vice-president and 
Lloyd Jones is secretary. Directors 
are: Gordon Racine, Gordon Hymers, 
Lawrence Wickett, Jack Bailey and 
Charles Mason. 

Saskatoon is looking forward to 
what may be its biggest year in the 
construction field. The town of Suther- 
land has amalgamated with the city, 
and it is expected that some new N.- 
H.A. homes will be built there in 1956. 

The Co-operative Selling Service 
has now been operating for over nine 





months and in early February had 
almost reached its first million dol- 
lars in sales. One of the main difficul- 
ties with the co-op seems to be that 
some listings are overpriced; however, 
that is probably a perennial problem. 


Vancouver 

The Publicity Committee of the 
Vancouver Real Estate Board has de- 
signed a new emblem which has been 
enthusiastically adopted by the mem- 
bers of the Board. The emblem was 
purchased in two sizes. The larger 
one (7%” diameter circle) is for dis- 
play in a prominent location on the 
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1954, although apartments rented 
more slowly than in previous years. It 
has become the rule now rather than 
the exception to tear down existing 
buildings in order to provide new a- 
partment sites. The prices of homes 
were a bit higher with most sellers get- 
ting more for their properties than 
they had paid. With the cost of new 
construction rising there are no indi- 
cations of a contrary trend. Land 
prices too have been rising as home 
builders have been going into the 
suburbs with practically no house lots 
left in the City of Halifax. Commer- 
cial land sold at higher than ever 
premium prices. The supply of mort- 
gage money was adequate throughout 
most of the year but dwindled at 
year’s end. Brokers, builders and home 
owners are hoping that this is just a 
temporary situation. 


There is every reason to believe that 
1956 will be another busy year in real 
estate because business generally is 
good and when business is good a lot 
of real estate changes hands and 
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Winnipeg 


realtor’s place of business, the smaller 
one (2144” diameter circle) for display 
on the window or windshield of all 
salesmen and brokers automobiles. 
Both emblems were supplied free to 
brokers and salesmen. The larger ones 
were also installed free on the brokers 
place of business. As a result, all 
member realtors’ offices in Vancouver 
now display the emblem and the gen- 
eral public are becoming very con- 
scious of them as a mark of integrity. 


Halifax 


The year’s incomparable activity in 
every branch of real estate has been a 
reflection of the confidence that every- 
one has in the future of Halifax and 
Dartmouth. National concerns are 
spending millions in new plants and 
offices; banks are enlarging existing 
facilities and building big new build- 
ings; new shopping centres are devel- 
oping; new apartments and homes are 
going up; department stores are ex- 
panding; new schools and churches 
are being built. All these activities 
made a busy year for brokers and 
builders who employed many more 
people than ever before. The building 
of homes has been going on at an in- 
creasingly rapid pace in the suburbs 
and in and around Dartmouth. Apart- 
ment construction has increased to a 
point where the supply of smaller units 
in the upper rental ranges has just 
about caught up to the demand. Rents 
have remained about the same as in 
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The Winnipeg Real Estate Board 
held its Annual Dinner Meeting at the 
Royal Alexandra Hotel February 2, 
1956, at which 400 members and 
friends were in attendance. 


Guest speaker was Paul E. Ruch of 
Denver, Colorado, vice-president of 
the Water Resources Development 
Corporation, who spoke on “Implica- 
tions of Weather Control’—benefits 
to world economy and our own real 
estate and business activities. 


At this meeting the following of- 
ficers were installed for the year 1956: 
C. R. Simonite, president; S. Lewis, 
vice-president; W. B. McCutcheon, 
honorary secretary-treasurer. Direc- 
tors are: E. J. Aronovitch, Leon A. 
Brown, W. S. McElhoes, Bruce H. 
Roberts, J. W. Leithead, Leo Johnson, 
J. S. Stevenson, T. J. Moffatt, S. L. 
Scott, G. Barrett-Hamilton, S. H. 
Muton, S. J. Stevenson, R. H. Friesen. 

President Simonite noted in his an- 
nual report that the membership in 
the W.R.E.B. is at an all-time high of 
300 members, and also that the past 
year had been the most successful in 
the Board's history. 

The W.R.E.B. Co-operative Listing 
Service finished off the most success- 
ful year since inception with a total 
of 885 sales, amounting to $8,555,630 
and a percentage of 44.5% of sales to 
listings. Eighty-four members are 
now participating in the Co-operative 
Listing Service of the W.R.E.B. 
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John Arnold Burn 
Calgary, Alberta 


ALBERTA ALBUM 


A thumbnail sketch of your fellow Realtors 
in Alberta so you'll know who's who. 


Mr. Burn was born in Colborne, On- 
tario, a son of the Manse. He re- 
ceived his early education in Hamil- 
ton, Ontario, and then moved with his 
parents to Winnipeg where he attend- 
ed Isaac Brock Collegiate Institute, 
Manitoba University and Cooper In- 
stitute of Accountancy. 


When his parents moved back to 
Ontario, Arnold decided to stay in the 
west, taking Horace Greely’s advice, 
and he has never regretted that de- 
cision. 

Arnold was for seventeen years with 
the British American Oil Company 
Limited. 


When transferred to Calgary in 1945 
he decided that was where he wanted 
to make his permanent home and 
establish his own business. The late 
beloved L. A. Weber, who was a friend 
for many years of the Burn family, 
approached Arnold and suggested he 
take over the Calgary Branch of 
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Real Estate 
Association 


Weber Bros. Agencies Ltd. This looked 
good to Arnold, so on October 1, 1945, 
Burn-Weber Agencies commenced 
business, and Arnold says that apart 
from his good fortune in picking his 
wife Edythe, the best move he ever 
made was when he got into the real 
estate business in Calgary. 

Arnold has always been a strong 
booster and suprted of organized real 
estate Boards. He has attended every 
C.A.R.E.B. convention since 1945. He 
was regional vice-president of C.A.R.- 
E.B. for the years 1949-1951. He was 
president of the Calgary Real Estate 
Board in 1951. He was president of the 
Alberta Real Estate Association in 
1950, the year the joint convention of 
C.A.R.E.B. and A.R.E.A. was held in 
Calgary. He has been a member of the 
western executive of C.A.R.E.B. during 
Ken Lyle and Jack Weber’s terms of 
office, and is a charter member of the 
Canadian Institute of Realtors. 


/ Zeckendorf 


EXECUTIVE COMMITTEE 


Stanley Melton, President, Edmonton 

A. M. Edwards, Vice-President, Calgary 
Directors: G. Magnussen, Lethbridge; E. R. 
Wiseman, Red Deer; H. Molstad, Edmonton; 
D. Johnston, Calgary; E. J. Card, Cardston. 
W. Frank Johns, Secretary-Treasurer, 
308—8th Avenue West, Calgary 


When starting in business he was 
greatly impressed with the help, advice 
and encouragement given to him by 
established realtors such as Ken Lyle, 
Clair Cote, L. A. Weber, etc., and he 
has always maintained that there is a 
very high calibre of men in the real 
estate business, many of whom he con- 
siders among his best friends. 


Arnold has a married son and 
daughter and two grand-children. He 
is very happy that his son Douglas is 
following in his father’s footsteps and 
is in the business with his dad. 


Arnold is a member of the Kiwanis 
Club, Chamber of Commerce, and has 
been chairman of the Board of Man- 
agement and the Trustee Board of 
First Baptist Church, Calgary, for 
many years. 


His hobbies are the Hammond 
organ, a greenhouse and a cottage at 
Sylvan Lake. 


Continued from page 8 


enough reflected in the selling price of 
the stock, which is at the rate of about 
$45.00 per share. So there was a con- 
version from $2.00 to $45.00 in the 
market operation through the conver- 
sion of the use of the underlying as- 
sets. While that was moving from $5,- 
000.00 per acre to approximately $2.00 
a square foot, there was no high-grade 
urban land in the whole world that I 
heard of that moved at such a ratio. 
I want to assure you that the ex- 
ample I have given of Roosevelt Field 
is not a unique one; you have had it 
repeated scores of times throughout 
the country, where land at the peri- 
phery has moved from an acreage 
value lower than $5,000.00 to the point 
where it can earn as much as the land 
I have told you about at Roosevelt 
Field. I am telling you stories which 
you know as well as I do, but I am ex- 
plaining the conception I have of the 
future potential of the land increment. 
Now let us talk about what I spoke 
of first; for example, low grade land 
converted into high-grade use and 
potential. I refer now to a situation 
that existed in New York, and I am 


sure most of you know New York. 
Many of you remember our east side 
mid-town ran from 42nd Street to the 
East River, and 1st Avenue, running 
northerly, was occupied by slaughter 
houses. These slaughter houses had 
been there for many years, since the 
middle of last century. A franchise to 
slaughter cattle on Manhattan Island 
is unobtainable, and it was well under- 
stood why the companies that owned 
these properties would not think of 
selling them, because they wished to 
slaughter on Manhattan, being close 
to the market. Finally, one day, a 
broker indicated they were for sale at 
$17.00 per square foot. We showed a 
great deal of interest, notwithstanding 
the fact that property surrounding it 
was selling for two, three, four and 
five dollars a square foot; $17.00 a foot, 
being 35% of the going highest mar- 
ket price of contiguous property, 
sounds completely unrelated to real- 
ism. Yet we saw in this situation ex- 
actly what I had in mind when I spoke 
before—the conversion of low-grade 
urban to high earning power urban. 
We conceived the idea that if we 


bought enough of this the following 
would happen. There would be no 
slaughter houses. If there were no 
slaughter houses, there would be no 
two, three, four, five-dollar land. There 
would also in our opinion be no $17.00 
land, because it was within a very 
short distance of land selling for $200.- 
00 per square foot, and more. So we 
concluded that we would buy the 
$17.00 land, and I might add that we 
did not overlook the idea of buying the 
$2.00 land. We bought all the land 
that we could locate from $2.00 
straight up to $17.00, and before we 
got through we were paying $30.00. 
We conceived the idea of a great city 
within a city, and designed a rather 
unusual bit of urban redevelopment 
which contemplated an improvement 
to cost about $100 million. The former 
concept of these land values changed 
so rapidly that there was no longer a 
question of two, three, four, five or 
17 dollars. 


Miracle or Logic? 

I have given you two illustrations of 
land conversion from acreage to foot- 
age and from low-grade footage to 
high-grade footage. I believe that 
these two areas of activity, plus the 
waste land, as to which you might 
have to be a believer in miracles, 


though I don’t thing it is necessarily 
a miracle, it is just logical—these are 
the areas for great-fortune increments 
of tomorrow. 


There are many other ingredients. 
There are many pitfalls in all I have 
said. You can make a good bet in a 
bad community. If you do, all bets are 
off. You can have an ill-conceived im- 
provement on a well located site. Like- 
wise all bets are off. You can do the 
right thing at the wrong time, and all 
bets are off. But, speaking in the 
broadest terms over a long period of 
years, I am confident that what I 
have said is right. 


Cities Not Obsolete 


Now I would like to address myself 
to one other subject and one other fact 
of real estate, and that is the future 
of cities themselves. I am aware of the 
pessimism that has been expressed in 
high and low quarters on the future 
of the metropoli of the world. I have 
heard wise people who believe that the 
cities are disintegrating, that the cities 
have outlived their usefulness, that 
decentralization will cause them to rot 
at the core. I do not agree with that. 
I believe that man’s gregarious in- 
stinct is as important and as imper- 
ishable as any other instinct. I believe 
that men like to and will continue to 


Selling Income Properties 
by M. H. Lounsbury 


This is an open letter aimed at 
young ambitious -real estate brokers 
and salesmen of some years experi- 
ence who wish to specialize in this 
fascinating department of our busi- 
ness. 


Take apartment houses as an ex- 
ample. Before you are qualified to sell 
you must have had some years experi- 
ence in the actual management of 
these buildings, and made or assisted 
in making appraisals of this type of 
investment. 

With this background you have 
learned that apartment buildings in 
our city (Hamilton population a quar- 
ter million) fall into the following 
categories: 

(a) Buildings 12 to 20 suites, 25 or 
more years old, well managed and 
well maintained with 100% oc- 
cupancy, small turn over in ten- 
ancies. These buildings will us- 
ually comprise 3, 4 or 5 room 
suites. 

Older buildings, 30 years or more, 
containing 5 or 6-room commo- 
dious suites. 

(c) New modern buildings with small 

rooms and all the latest gadgets. 


(b 
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With this background and qualifica- 
tions you are prepared to solicit a list- 
ing of a 20-suite building. You go over 
the building with the owner and estab- 
lish the following basic factors: 

1. Location is good. 


2. Building is 25 years old but well 
maintained and moderized. 

3. Assessment is reasonable. 

. Occupancy 100% tenants happy 

with management. 

5. Rental level correct and tenant 
turn over small. 


.Normal monthly rental $2000 
per month. 


_ 


a 


The owner asks you what this prop- 
erty will sell for? Right here is where 
you will either secure a good listing 
(and future sale) or lose both. With- 
out putting pencil to paper you answer 
promptly “between $140,000 and $145,- 
000”. The owner knows this is the 
right answer but, being a good poker 
player, counters that he was consider- 
ing asking $225,000 and would not 
think of taking anything less than 
$200,000. 

After many conferences and some 
sparring you secure a listing at $168,- 


congregate. I am sure of the fact that 
decentralization is not an invention of 
the western hemisphere. There is no- 
body in this room whose forefathers, 
or who themselves did not emigrate 
from some place else. We have decen- 
tralized. Every one of us is a decen- 
tralizee, either of this generation or 
previous ones. Yet, if I am not misin- 
formed, there is a place called Paris 
still going pretty strong; a place called 
Rome, a place called London. I know 
that decentralization is nothing but an 
over-flowing of a crowded condition 
during a period of transition, but the 
great metropoli, the ones that will sur- 
vive, are in the process of redesigning 
themselves to be the important focal 
points that they always have been and 
always will be. 

There never was a decentralized 
shopping centre that could compare 
with down-town shopping, and there 
never wil be. If it ever does happen it 
merely means that the city has moved 
to that place. It is important, how- 
ever, for every city to address itself 
to its problems and look them square- 
ly in the face; and those problems in- 
clude the appropriate solutions to traf- 
fic, to parking, to zoning, and a strong 
working relationship between private- 
capital entrepreneurs and the civic ad- 
ministrators. 


000, and seven months and nine dis- 
appointments later you sell this build- 
ing for $147,250. 


The vendor is happy you have secur- 
ed him a little better than your first 
apparently off-the-cuff appraisal, and 
the purchaser has made a sound in- 
vestment. Remember, no deal is a 
good deal unless it benefits and is fair 
to both vendor and purchaser. Re- 
member also that your principal, for 
whom you are working and who pays 
you the commission, is the party to 
whom you are primarily obligated. 
But the purchaser looks to you and 
your firm to see that he gets value for 
his money. He may expect you or your 
firm to manage this property for some 
years to come. Therefore every line 
in the prospectus and every statement 
made or implied must be absolutely 
correct. 


Being curious, you will want to 
know how this young salesman knew 
that 72 was the correct figure to use 
in multiplying the normal monthly 
rental and arrive at the capital value 
of the property. 


The “Doomsday Book” kept by his 
firm going back over many years and 
tabulating all apartment house sales 
in this category (when, to use a farm- 
er’s expression, boiled down and sugar- 
ed off) showed that the gross return 
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on these sales was 16.66% or six times 
gross earnings, and as 6 x 12 = 72, 
and as it is easier to make one mental 
calculation that it is to make two such 
calculations, he devised this short cut 
and used a factor of 72 as applied to 
the monthly gross. True, he was a 
little careless with the decimal point. 

The method outlined above may be 
used in all categories where sales 
have been varying from 14% to 25% 
of gross annual rentals. 


Foreign Money 
To Bolster 
Real Estate ? 


Tax concessions to induce foreign 
investment was the suggestion of J. G. 
Glassco, immediate past president of 
the Canadian Institute of Chartered 
Accountants, in his presentation to 
the Gordon Commission on Canada’s 
Economic Development recently. 


Mr. Glassco considered that en- 
couragement of outside investment in 
Canadian provincial and municipal de- 
velopment, privately owned real estate 
and housing should be made by the 
government. He pointed out that no 
Canadian withholding tax is imposed 
on interest on Government of Canada 
bonds, nor is any tax withheld on in- 
terest payable in foreign currency on 
municipal and provincial bonds. 

However, where this interest is pay- 
able in Canadian currency, withhold- 
ing tax is payable at the rate of five 
per cent on interest on provincial 
bonds and at 15 per cent on interest on 
municipal bonds, he noted, and de- 
plored the difference. 

Because the financing of provincial 
and municipal expeditures in Canada 
presents a formidable problem, con- 
sideration might be given to exempting 
all interest on provincial and munici- 
pal bonds from the payment of any 
non-resident withholding tax, he sug- 
gested. 


He suggested further that owner- 
ship of real estate by a non-resident 


National Capital Plan 


Continued from page 6 


Separate from the urban park system, but an integral 
part of the National Capital Plan is Gatineau Park, situ- 
ated in the beautiful hill and lake country of the Lauren- 
tians north and west of Hull. At its suburban approaches 
it actually forms part of the green belt. Land acquisition 
for the park began in 1937, and to date over 50,000 acres 
of the planned 75,000 acre area has been purchased. With 
its bathing beaches, hiking trails, camping and trailer 


might be regarded simply as an in- 
vestment instead of being treated as 
a business, and for that reason the 
normal withholding rate of 15 per cent 
might be applied to net income from 
the property. 

Another possible change in taxation 
of foreign investment is suggested by 
the obvious need of capital to help 
finance the very large development of 
housing in Canada, he said. “If a 
further incentive is to be offered, one 
might consider granting a lower rate 
of tax, say five per cent, on a special 
type of company which would meet 
the present requirements of an non- 
resident-owned investment corpora- 
tion, with the additional stipulation 
that the income of the company con- 
sist principally of interest on N.H.A. 
mortgages,” he stated. 

He went on to discuss the present 
tax structure which penalizes those 
foreign-controlled companies in Can- 
ada which are not wholly-owned by 
the parent company, and hence dis- 
courage Canadian investment in them. 
He pointed out that U.S. and British 
investors are not deterred from in- 
vestment in wholly-owned Canadian 
subsidiaries by Canadian taxation on 
corporate interest and dividend pay- 
ments. This is because no tax what- 
ever is withheld on dividends paid to 
U.K. parents of wholly-owned sub- 
sidiaries and the five per cent tax rate 
on dividends to U.S. parents is wholly 
absorbed against the higher U.S. tax 
rate on corporate profits. In contrast 
to this advantageous treatment, the 
higher withholding rate of 15 per cent 
imposed on dividends of Canadian 
companies which are not wholly- 
owned creates a substantial penalty 
where any significant minority exists. 

Showing a considerable and growing 
volume of investment in Canada by 
non-residents who operate in Canada 
as foreign corporations, Mr. Glassco 
complained that the profits earned by 
such corporations are taxed in the 
same manner as are the profits of 
Canadian companies, but there is no 
additional tax upon the movement out 
of Canada of their profits. 





U.S. Realty Men 
Buy $60 Million 


Canadian Assets 


The New York Times says a growing 
number of United States realty in- 
vestors, attracted by Canada’s growth 
potential and a slightly higher yield 
on investments, are becoming inter- 
ested in Canadian properties. 

S. Joseph Tankoos, a partner of 
Tankoos & Co., is quoted as saying 
his firm and its Canadian affiliate, 
Tankoos Yarmon, Ltd., of Toronto, 
have transacted about $6,000,000 in 
building acquisitions in Canada since 
last October. 


The latest acquisition announced by 
Tankoos Yarmon is the 21-storey 
Royal Bank Building at Toronto’s 
King and Yonge Sts. The 40-year-old 
building has an annual rent roll of al- 
most $600,000. 

Similar enthusiasm was shown by 
realty operator Louis J. Glickman, 
said he was “bullish in Canada” be- 
cause the country has “a _ terrific 
future’’. 


In the last five months, he said, he 
has purchased two Toronto buildings 
worth about $8,000,000. His Canadian 
holdings also include properties in 
Montreal and Calgary. 


Glickman said the growing interest 
in Canadian properties is not in the 
nature of a boom. Due to some re- 
straint exercised by institutional 
mortgage lenders, he said, the buying 
pace is gradual, steady and healthy. 

Meanwhile, a national association 
of assessing officers’ survey shows 
cities canvassed registered increased 
valuations during 1955. The largest 
gain was made by Edmonton where 
ratables rose by 16.85 per cent. 

Tankoos said it has been estimated 
that in recent months “over $60,000,- 
000 has been invested by U.S. com- 
panies in commercial and industrial 
properties in the form of purchases, 
mortgages and new construction.” 


boating, and excellent winter skiing, the park has long 


been recognized as the summer and winter playground of 


the Capital district. 


Completion of the 45-mile scenic 


parkway will greatly improve the park as a recreation 


sites, large and small scale picnic facilities, fishing and 
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area and tourist attraction. In the Kingsmere section of 
the park is located the Mackenzie King Estate, the 600- 
acre area bequeathed to the nation by the late Prime 
Minister and noted for its picturesque “ruins”. This year 
also saw the establishment of the Kingsmere Festival of 
Arts, with plays, ballet and small orchestral performances 
presented in the attractive setting of Moorside, one of the 
estate’s former summer houses. 


End of Part I 








REAL ESTATE 
DIRECTORY 


GENERAL 
REAL ESTATE 


e CORNWALL, ONT. 


Dominic A. Battista, Realtor, 
634 Augustus St., 
Cornwall, (the Seaway City). 


FOR REAL ESTATE 
SALES 


BRANDON, MAN. 


Hughes & Co. Ltd., 
125 - 10th Street. 


CALGARY, ALTA. 


Burn-Weber Agencies, 
218 Seventh Ave. W. 


EDMONTON, ALTA. 


Spencer & Grierson Ltd., 
301 Northern Hardware Bldg. 


NIAGARA FALLS, ONT. 


David D. McMillan, 
1916 Main Street. 


OTTAWA, ONT. 


Brownlee & McKeown Ltd., 
63 Sparks St. (Central 2-4203). 


OTTAWA, ONT. 


A. H. Fitzsimmons and Son, 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 


PETERBOROUGH, ONT. 


Irwin Sargent and Lowes, 
441 Water Street. 


VANCOUVER, B.C. 


Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


WINDSOR, ONT. 


Alex. E. Hoffman, 
930 London St. West. 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


EDMONTON, ALTA. 


Don Reid Real Estate Co., 
11563 Jasper Avenue. 


EDMONTON, ALTA. 


L. T. Melton Real Estate Ltd., 
10154 - 103rd Street. 


FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
1215 May Street. 


e HALIFAX, N.S. 
Roy Limited, 
Roy Building. 

e OTTAWA, ONT. 
Leddy-McFarlane Ltd., 
198 Bank St. 

e REGINA, SASK. 


W. Clarence Mahon, 
350 Western Trust Bldg. 


e TORONTO, ONT. 


Barry E. Perlman & Co. Ltd., 
972-4 Eglinton Ave. West. 


e WINDSOR, ONT. 


Alex E. Hoffman, 
930 London St. West. 


FOR FARMS 
AND RANCHES 


e EDMONTON, ALTA. 


L. T. Melton Real Estate Ltd., 
10154 - 103rd Street. 


e HALIFAX, N.S. 
Roy Limited, 
Roy Building. 

e KAMLOOPS, B.C. 


George C. Hay Ltd., 
418 Victoria St. 


e WINDSOR, ONT. 


U. G. Reaume Ltd., 
176 London St. W., 
802 Canada Trust Bldg. 


FOR IDEAL 
STORE LOCATIONS 


e FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
1215 May Street. 


FOR PROPERTY 
MANAGEMENT 


e HALIFAX, N:S. 
Roy Limited, 
Roy Building. 


e TORONTO, ONT. 


Shortill & Hodgkins Ltd., 
2781 Yonge Street. 


e VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


e WINDSOR, ONT. 
U. G. Reaume Ltd., 
176 London St. W., 
802 Canada Trust Bldg. 





FOR APPRAISALS 


e CALGARY, ALTA. 
Ivan C. Robison, B.A., LL.B., 
613 Lancaster Bldg. Phone 63475. 
e EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
P.O. Box 37. 
e TORONTO, ONT. 
Chambers & Meredith Ltd., 
24 King Street West. 
EER OS A A TS SSS 
Rates for Advertising 


In the Real Estate 


Directory: 
Per 
Issue 
2 lines — 12 issues $3.00 
2 lines — 6 issues $3.50 
2 lines — less than 6 issues $4.00 


Additional lines, 50 cents per issue. 
No charge for city and province lines. 


PROFESSIONAL 
LISTINGS 


J. Donald Dewar 
BARRISTER & SOLICITOR 


4891 Dundas St. W., 
TORONTO (Etobicoke) 
BE. 1-1731 


R. A. DAVIS & CO. 
REAL ESTATE APPRAISERS 
AND CONSULTANTS 
R. A. Davis, M.A.L., A.U.A., S.R.A. 


357 Bay St. 13 George St. 
Toronto, Ont. Brantford, Ont. 
EMpire 8-9484 2-1513 


Anderson, Bourdon, 
Sinclair & Walters 
BARRISTER & SOLICITORS 


2881 Dundas St. W. 
RO. 7-2127 


Hanks & Irwin 
ARCHITECTS 


2848 Bloor St. W., 
TORONTO 
RO. 6-4155 


Walter Smith & Co. 


Accountants & Auditors 


2461 Bloor St. West, 
TORONTO 
RO. 9-4113 





Rates for Professional Listings 


For six insertions é $50.00 
For twelve insertions i , $80.00 


rr 





Brokers 


Here's How To Multiply 
YOUR SALES 


By making every Realtor in the Country your agent 


Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


® Show your property to 5,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


® Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


® Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 


vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 
One page $140.00 $125.00 $110.00 
Two-thirds page 118.00 104.00 99.00 
Half-page datsins 84.00 74.00 64.00 
One-third page ; 64.00 57.00 54.00 
One-quarter page 59.00 52.00 47.00 
One-sixth page 40.00 35.00 30.00 
One-eighth page 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
19 Duncan St., 


Toronto, Ontario 


The Canadian Realtor is published on the |5th of each month. Advertising 
copy to reach publishers no later than the Ist of the month of publication. 








